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Paid by ilies aeainaes: Wma & Co., in its prospectus or circular in | accrued interest on mortgages acquired and wound up with an informal dinner. 
emiums . ¥ 4 —— regard to this issue did not give all the | during the year.” One aim of the sug-| The program was -on practical topics 
ciations, Insurance salemen,” he said, “have | facts and misrepresented the situation. | gested change is to facilitate an analysis, | the underlying theme being  selecti 
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foieas ere sts have een most frequently | cue because the bonds were uncondi-|_-.. % 12. a m - suggested that| terviews with prospective agents over 
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s of rie . and tangible manner. Frequently der section i7b of the bankruptcy act. | tory legislation which will presumably speed—if he is to become a permanent 
nore ie resulted in the psychologist After the crash a number of technical be proposed once it is certain that the | member of the profession. And few 
ality og adaptation of standardized details regarding the special assessment | law revision bill, already passed by the | men will deny that adequate trainin 
r in tests which are weighed and the general bonds came to the front. assembly, will pass the senate. in the fundamentals of the busi “ 
ale agent can then give the salesman or The lesson brought out of this suit is today a matter of w a ind mane of 
flu- prospective salesman this series of tests, | that municipal bond houses should be careful ce ge Ri aus ‘ 
rate { ple the score, and if it is high, take | more careful in their circulars and | tary District, the state and perhaps even | enjoy the expert counsel ft on peo 
“ oc of success. It will take | should be more diligent to show the the mounting debt of the federal gov-| taught to expect. How shall manage- 
Pac P aaa yet before we convalesce overlaps Jn governmental obligations. ernment. ment extricate itself from the horns of 
ial as _ of psychological usage, In municipal bonds there is almost un- That seems pretty far fetched, and | this dilemma?” a 
pon pas y we are certain to emerge | variably this situation. One of the| the present practice in offering circu- Hold Panel Di ? 
—— . en that so complex a study | daily papers, in commenting on this lars in about three-fourths of the in- anel Uiscussion 
hoa ea ll my be left in the] situation, said: stances is to give merely the obliga- A panel discussion led by E. A. 
ae inate eneiet it is to become endur- | Comment by Daily Paper tions of the particular city or district | Krueger, manager of production, State 
sel 2 pcan pee , ener oe : issuing the bonds, with a frank dis-| Life, Indianapolis, followed luncheon. 
the | as the one who interp: hy a “— goo A city of Chicago obligation, for in- | claimer of any discussion of other com- | Two questions were covered: “Are pres- 
a | tan Meee ok uneas _ s it. is scores | stance, when judged in comparison with plications. But the general practice of ent difficulties an outgrowth of short- 
a. jo rg AR ad nality adjustment are| the wealth of the city, might also in-| the bond ‘business is one thing, and the | sighted agency practices or of external 
i ame to indicate a high per- | clude some consideration of obligations | way a future jury may look at it is an- | influences?” and “Regardless of the an- 
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Rank in 

1938 1937 Company 

1 1 Metropolitan 

2 2 Prudential 

3 8 Aetna Life .. 

4 4 Equitable, N. 

5 6 John Hancock 601,128,187 

6 5 Travelers ...... 520,560,636 

7 7 New York L ,076,376 

8 8 Sun Life, ee 280,249,416 

9 10 Mutual Life, N. 268,876,526 
10 412 National Life & Acc. 252,468, 

il 11 American National... 250,164,383 
12 9 Northwestern Mutual 246,244'583 
13 17 Lincoln National........ 9,866,721 
14 14 Connecticut General... 163,821,116 
15 19 New England Mutual 159,494,866 
16 15 Penn Mutual................ 155,903,043 
17 16 Western & Southern 154,397, 

18 20° Massachusetts Mut... 142) 399; 010 
19 21 Mutual Benefit.............. 136,896,706 
20 13 Ind. Life & Health.... 121,636,950 
21 18 Occidental, Calif. ..... 118,863,112 
22 28 Life Ins. Co., Va....... 14,993,7: 
23 24 Life & Casualty... 770, 

24 26 Connecticut Mutual.. 103,324,549 
25 25 London, Can. .... a 2,712,904 
26 22 General American... ices 89,350,293 
27 65 Southland ........ ..  *87,203,321 
28 30 Home Beneficial ........ 6,421,526 
29 29 Provident Mutual...... 76,471,014 
30 36 Washington National 74,457,549 
31 28 Monumental Life........ 3,583,326 
32 27. Union Central... 70,072,480 
33 32 Peoples Life, D.C... '0,052,1 
34 ae ee » 66,305,301 
35 41 Morris Plan 64,525,565 
36 31 Northwestern Nat’l.. 64,291,283 
37 34 Bankers, Ia. ....0.......000 59,635,484 
38 39 Manufacturers, Can. 8,350,514 
39 45 Great-West, Can....... bb. 349,949 
40 38 Reliance, PAs ss i 

41 37 Kansas City ....... 
42 49 National Life, 885 
43 47 Confederation, Can... 50,267,236 
44 35 Phoenix Mutual......... 50,001,881 
45 40 Jefferson Standard ry 523,818 
46 51 Mutual Life, Can 48,343,215 
47 48 Southwestern .. 46,861,935 
48 43 Guardian, N. Y. 45,707,838 
49 42 Equitable, Ia. 44,579,019 
50 46 Acacia Mutual 44,287,699 
51 52 Great Southern ‘ 43,889,235 
52 76 Calif.-West. —_— *43,634,770 
53 54 State Mutual. 553,919 
54 .. Liberty Life, a C..... 42,936,750 
55 58 American United ...... 102,270 
56 50 United Benefit 

57 53 Gulf Life ............. 
58 44 Continental, Ill 

59 59 Liberty National........ 39,114,855 
60 55 Commonwealth ........... 38,829,938 
61 GA CHOWN, COD. ........0.c006005 38,056,4 
62 62 Minnesota Mutual...... 38,034,049 
63 60 Equitable Life, D. C. 37,418,462 
64 BB BANDE DAB C..eccscssnscscceoisse 37,080,994 
65 57 Home Life, N. Y......... 36,965,544 
66 61 Continental, D. we ae 33,363,559 
67 63 Durham a 5 
68 73 Carolina ........:. 

69 67 Baltimore Life . 

70 66 Pacific Mutual f 

71 70 Interstate Life & Ac. 29,283,710 
72 69 Knights Life 8 4 
73 79 Ohio National ... 

74 68 Pan-American ............. 

75 78 North Amer., - : 
76 71 Fidelity Mutual... 25,560,832 
77 80 Texas Prudential... 25,529,814 
78 72 Imperial Life, Can... 24,911,495 
79 92 Sun Life, Md............... 24,814,443 
80 74 Eureka-Maryland _ 24,689,7. 
81 82 Boston Mutual............ 24,161,627 
82 77 ~ Colonial 

83 .. All States 

84 84 South. Life & H 

85 88 Shenandoah 

86 96 North Carolina, Mut. 23,241,013 
87 99 Continental American 23,032,106 
88 91 ~Mass. Savings Bank.. 22,184,239 
89 86 Home Life, 2 . 22,036,160 
90 ... Southeastern . *21'387,899 
91 87 Guarantee Mutual .... 20,729,662 
92 89 N. American Reas...  20,194/200 
93 90 Dominion, Can. .......... 19,470,903 
94 81 Business Men's .......... 19,350,039 
95 75 Columbian National.. 19,254,610 
96 ... Republic National .... 19,251,350 
97 97 West Coast Life........ 19,195,829 
98 ... Bankers Health & L. 9,087, 
99 04 Franklin ....:,...:.....0....0 18,975,222 
100 95 Bankers National ...... 18,461,346 


*Includes Reinsurance. 





TOTAL INSURANCE GAINED 
Rank in Insurance 
1938 1937 Company Gained 
1 3 Prudential «....6.:..00: $ 241,418,748 










































26 Washington National #132'548,822 
3 4 John Hancock, Mut. 76,319,647 
4 11 New England Mutual _ 67,424,960 
5 85 Southland *65,904,469 
6 2 Occidental, Calif. ...... f 
if 14 National Life & Ac... 45,827,009 
8 17 Lincoln National.. 41,726,175 
9 23 London, Can. ..... 34,826,232 
10 10 Northwestern, Mut... 34,374,972 
11 19 Connecticut — 33,948,891 
12 15 oe Pg aa 32,564,307 
13 18 Mutual L A 
14 | Saetropeiitan 
15 6 Aetna Life ........... 606,3 
16 at 6 isife Ins. Co., Va....... 24,325,724 
17 97 Calif. West. States... *23,767,542 
18 16 Penn Mutual ............... 23,275,656 
19 8 New York Life............ 23,078,934 
20 20 Massachusetts Mut... 20,701,127 
21 12 Connecticut General... 19,775,916 
22 34 Southwestern .......... 19,564,935 
23 31 Manufacturers, Can. 15,491,362 
24 25 RREMANCE, PA. .....0cs0050:50 15,412,534 
25 39 Mass. Savings Bank.. 15,081,878 
26 36 Crown Life, Can......... 15,039,782 
27 46 National miee: Wiican: 15,011,374 
28 8 Equitable, N. WY......... 14,645,883 
29 ... Republic Nationai...... *14, 348,833 
30 28 Monumental ................. 14,227,211 
31 woe dail Setates ........ *14193'774 
32 32 Acacia Mutual 14,087,197 
33 30 Jefferson Standard... 14,035,786 
34 22 Phoenix Mutual 
35 Postal Union. ..... 
36 56 Great West, Can 3 
37 13 Western & Southern 3,121,056 
38 68 Minnesota Mutual .... 12,847,179 
39 27 Mutual Benefit .......... 12,262,402 
40 82 Southeastern, S, . ee *11,513,756 
41 55 Gulf Life ... ue 11,062,823 
42 33 Life & Casualty . seasons 10,713,835 
43 40 Home Life, N. Y......... 10,591,671 
44 70 Morris Plan ................ 10,501,052 
45 50 Confederation, Can 10,385,223 
46 53 State Mutual, Mass... 9,854,326 
47 60 Home Beneficial ; 9,847,164 
48 45 Country .............. 9,844,019 
49 54 Liberty Life, S. ,838,4 
50 35 Provident Mutual 9,775,107 
51 52 Peoples, D 9,716,560 
52 79 Continental-Ame: 8,849,572 
53 7 Sun Life, Can. 8,791,183 
54 62 Shenandoah ........ ‘ 8,643,498 
55 66 North Amer., Can..... 8,624, 
56 49 Mutual Life, Can....... 8,531,585 
57 29 Northwestern Nat’l.. 8,490,777 
58 41 Guardian, N. 7,923,366 
59 65 Great Southern . 7,649,080 
60 44 United Benefit 543,186 
61 48 Industrial Life & H. 7,323,422 
62 BD “BrAte PAPM .....n.rascsssce 7,193,255 
63 47 Provident Life & Ac. 6,881,148 
64 81 Security Life & Trust 6,793,301 
65 71 Liberty a sssbeee 487,893 
66 37 Continental, IIl. ........ 429, 
67 99 American United steve 6,429,497 
68 51 Equitable, D. i 6,168,534 
69 69 Dominion, Can. 5,881,422 
70 43 | menage gr eee 5,442,741 
71 90 Sun Life, Md... 5,440,761 
72 42 Equitable, a, 5,418,978 
73 ee es OP Fe ,005,683 
74 .... Farm Bureau, Ohio.... 4,948,347 
75 77 Continental, D. C..... 4,814,449 
76 ... Imperial, Gan os... 4,687,398 
rf ... United States 4,445,583 
78 84 Beneficial ......... 4,360,671 
79 86 Durham Life 4,354,650 
80 74 Excelsior, Can 4,221,957 
81 Gl PMOL. EAL. .....,scsesesscersse 4,219,130 
82 «. Great Amer. Texas.... 4,194,656 
83 .. Bankers National ...... 4,171,687 
84 ... Standard, Ind. .. 123, 
85 91 Ohio National : 3,893,301 
86 75 Mutual Trust .. 3,589,3' 
87 80 Union Labor 3,552,221 
88 100 Ohio State .... 3,421,080 
89 ... ‘Teachers Ins. 3,379,344 
90 ... Boston Mutual 3,181,7 
91 67 Knights Life 3,117,635 
92 «. Paul Revere .... 2,992,386 
93 «.  Policyholders N: 2,951,946 
94 ... Home Security .. 2,886,311 
95 87 Texas Prudential ...... 2,766,482 
96 «. Southern Life & H. 2,674,003 
97 .. North Carolina Mut. 2,619,655 
98 .. Lincoln Liberty ......... 2,571,474 
99 83 Lutheran Mutual ...... 540,454 
100 Home Life, Pa........... 2,518,006 


sf hicteien Reinsurance. 


ORDINARY (EXCLUDING GROUP 
AND INDUSTRIAL) IN FORCE 










































Rank in 

1938 1937 Company 

1 1 Metropolitan $11,556,261,130 

2 2 Prudential 8,764,456, 

3 38 New York. 6,793,826,309 

4 4 Equitable, N 4,750,916, 

5 5 Northwestern M 3,893,591,675 

6 6 Mutual Life, N. Y... 3,7 "704; 

7 ZT ““EPAVGICLS .....0:sss000 .. 2,784,614,709 

8 8 Sun Life, Can.... 18 

9 9 John Hancock ... 

10 10 Mutual Benefit 

11 11 Aetna Life .......... 

12 12 Penn Mutual .. 

13 13. Mass. Mutual .............. 

14 14. New England Mut... ck ed 
15 15 Union Central . 131,339,805 
16 16 Connecticut Mut. .... i 013,089,959 
17 17. Provident Mutual... 970,900,529 
18 18 Lincoln National .... 932/454,922 
19 19 Connecticut General 807,825,289 
20 BD BaAMOTS, TA.. ssscorssccas 752,119,649 
21 St 6“Canada Life ....c.<:.... 713,743,675 
22 22 Phoenix Mutual ..... 658,569, 169 
23 24 State Mutual 

24 23 Pacific Mutual 

25 25 Equitable, Ia............. 7,404, 

26 27. + National Life, Vt....... 548,966,483 
27 26 Mutual Life, Can..... 541,384,638 
28 29 Manufacturers ......... ,056,372 
29 28 Great-West Life..... 539,550,879 
30 30 Guardian, N. Y......... tae re Gee 
31 31 Reliance, Pa. .. 

32 32 Kansas City .. 

33 33 Acacia Mutual 

34 385 Home Life, N. Y 

35 34 Confederation 

36 37 Jefferson Standard.. 384,851,043 
37 $9 Iondon, Can. ........:.. 377,262,889 
38 40 Occidental, Calif. .... 372,392,689 
39 38 Fidelity Mutual ...... 363,441,261 
40 36 General American... 353,046,867 
41 41 Northwestern Nat'l 342,674,654 
42 42 Southwestern ............. 4,269,855 
43 43 Western & Southern 300,312,683 
44 45 American United... 596,983 
45 44 Imperial, Can. 274,133,146 
46 46 Great Southern .. 241,838,010 
47 48 Calif-West State 228,859,738 
48 50 National Life & 211,530,252 
49 47 Berkshire 209,911,227 
50 49 North Amer. 207,990,205 
51 55 Crown, Can. 202,681,908 
52 51 State, Ind. .. 191,431,914 
53 52 Minnesota Mutual .. 189,060,366 
54 53 Ohio National .......... 185,155,005 
55 56 American National... 182,267,563 
56 54 Southland ay 

57 58 Life of Va.. 

58 57 =~“ Franklin 

59 60 Dominion, Can. ...... 172/971, 0 
60 59 Mutual Trust ............ 171 279'i83 
61 61 Columbian National 167,827,51 
62 62 Central Life, Ia....... 162,291,451 
63 63 Continental, 11 ae 160,460,688 
64 64 Pan-American ........... 154,795,937 
65 ... Washington Nat’l.... 152,596,098 
66 70 Mass. Savings Bk... 141,703, Pd 
67 65 North Amer. Reass. 140,987,2 

68 67 Guarantee Mutual .. 130755650 
69 66 Atlantic, Va..... ms 134,247,760 
70 68 Columbus Mutual... 133,764,491 
gh 72 United Benefit ........ 132,258,087 
72 74 Continental Amer..... 132,163,975 
73 FO BTL avs ccsseescccesctnsesess 125,154, 495 
74 71 + Bankers, Neb... Es 121, 516,311 
75 76 Midland Mutual 114/067,548 
76 73 Illinois Bankersg........ 110,956,140 
77 80 Excelsior, Can. ......... 110,225,888 
78 79 Indianapolis, Life... 108,105,607 
79 77 + West Coast Life...... 108,013,088 
80 82 Business Men’s ........... 103,774,109 
81 78 Alliance Life .........000. 102,411,630 
82 81 Volunteer State ...... 100,178,871 
83 84 Ohio State. a 94,970,589 
84 85 Security Life, N. Y. 91,400,197 
85 83 American Mutual . 90,725,725 
86 86 Northern Life .......... 87,111,699 
87 8? Pilot Life ..... 85,882,254 
88 88 Amicable ....... 30,994 187 
89 89 Old Line, Wi 78,502, 
90 92 Union Mutual . 75,643,194 
91 91 Commonwealth 75,377,701 
92 90 Federal, Ill. 74,544,143 
93 94 Manhattan 71,887,2 
94 96 Beneficial . 71,461,831 
95 .. Life & pec 69,265,618 
96 95 Lamar ... Scsncahoon 68,774,216 
97 93 Central States . 8,637,0 
98 100 Shenandoah .............. 62,920,9 
99 98 North Amer., IIl....... 2,562, 3' 
100 .. Oregon Mutual.......... 61,815,055 








Actuarial Society Celebrates 
Golden Year May 18-19 


The 50th annual meeting of the Ac- 
tuarial Society of America will be held 
May 18-19 at the Waldorf-Astoria in 
New York. 

Business to be transacted includes 
election of officers and members of the 
council, presentation of new papers, and 
discussion of papers presented at the 
previous meeting. 

It is expected that all officers with the 
exception of the secretary, J. B. 
Maclean, Mutual Life of New York, 





will probably be reelected. Mr. Mac- 





lean is not a candidate for reelection. 
Present officers of the society are: 

D. Murphy, vice-president and actuary 
Equitable Society; ; Marshall, 
vice- -president Provident Mutual; J. M. 
Laird, vice-president and secretary Con- 
necticut General; Mr. Maclean, secre- 
tary; O. W. Perrin, associate actuary 
Penn Mutual, treasurer; and : 
Larus, vice-president and actuary Phoe- 
nix Mutual Life, editor. 

Five members of the council are to 
be elected. Council members whose 
terms are expiring are H. H. Jackson, 
actuary National Life of Vermont; H. 
S. Beers, vice-president Aetna Life; R. 
A. Hohaus, assistant actuary Metro- 





politan Life and W. R. Williamson, ac- 
tuarial consultant Social Security Board, 
Washington, D. C. The fifth vacancy 
was created by Mr. Laird when he was 
appointed vice-president of the society 
to complete the unexpired term of the 
late J. F. Little. 

A banquet celebrating the 50th anni- 
versary will be held May 18 for mem- 
bers, friends and invited guests. This 
will be held at the Waldorf-Astoria. 
Among the guests will be Colonel H. 
J. P. Oakley, president of the Institute 
of Actuaries of Great Britain, who is 
making the trip to America as repre- 
sentative of the British actuarial insti- 
tute. 





INDUSTRIAL 

Industrial Lif 
Rank in in Force . 

1938 1937 Company Jan. 1, 1939 
7 1 Prudential, N._J.........$7,641,486,839 
2 2 Metropolitan, No 7,550,316,755 
3 3 John Hancock, Mass. 1,684,037,859 
4 4 West. & Southern, O. 577,984,238 
5 5 American Nat'l, Tex. 4 8,354,469 
6 6 Nat'l L. & Ac, Tenn. 423,886,903 
7 7 Wife Ins. Co. of Va... 322'079.172 
8 8 Monumental, Md... 211,533,033 
9 9 London Life, Canada 197,540,154 
10 10 Life & Cas., Tenn..... 171,610,934 
11 11 Peoples Life, 2 C..... 96,341,553 
12 13 Indust. L. & H., Ga. 927191448 
13 12 Sun Life, Md.... 90,526,291 
14 17 Home Beneficial, “Va. 82,310,414 
15 14 Colonial Life, N... J: 81,452,379 
16 15 Commonwealth, Ky. 77,509,523 
17 16 Baltimore Life ........... 76,516,950 
18 19 Equitable Life, D. C. 67,171,224 
19 18 Home Life, Pa........... 66,008,888 
20 20 Cont’ntal Life, D. C. 63,222,389 
21 22 Gulf Life, Fia............. 59,499,751 
22 21 Boston Mut., Mass... 57,951,356 
23 26 Liberty Life, . (oa 53,368,954 
24 24 Durham Life, sf ee 53,028,158 
25 23 Knights Life, Pa....... 52,452,950 
26 25 Wash’ton Nat‘. oii. 52,133,696 
27 27 ~=~Pilot Life, SoC ofa 44,551,218 
28 28 Inter. L. ‘a a 43,309,762 
29 29 Atlanta Life, Ga... 42,077,350 
30 30 Liberty Nat’l., Ala...  38.822'961 
31 31 Carolina Life,’ C. 35,741,042 
32 33 Home Secur’ x W. €. 31,850,597 
33 32 Eureka-Md. A. Corp. 30,472,556 
34 36 Supreme Lib’ ty, Til. 29,671,486 
35 35 Carolina Mutual... 28,425,787 
36 34 Texas Prudential ...... 28'063,99 
37 37 South. L. & H., Ala. ,590,581 
38 38 Home Friendly, - 26,737,517 
39 39 Amer. L. & A 25,142,004 
40 42 Gate City Life, 'N. %G 23,223,583 
41 40 Peninsular Life, Fla. 23,192,183 
42 41 Pennsylvania Mut, Seoce 21,795,351 
43 43 Bankers H. & W 20,734,903 
44 44 Imperial Life, N oe . 20,247,390 
45 45 Home State, ‘Okla... 20,174,829 
46 46 Afro -American, Fila. 20,093,223 
47 47 Kentucky Central .... 20,035,038 


GROUP INSURANCE IN FORCE 

























Rank in 

1938 1937 Company 

al 1 Metropolitan .............. $3,505,825,709 
2 Aetna Life .......... we. 2,027,830,521 
3 3 Equitable, N. Y. . 1,998.261,082 
4 4 Travelers .......0. . 1,860,308, 152 
5 5 Prudential _.. . 1,382,090,357 
6 6 Sun Life, Can. 451,961,317 
7 8 John Hancock ............. 373,262,351 
8 7 General American .... 359,929,286 
9 9 Conn. General ............ 339,317,556 
10 10 Shenandoah ..... 116,940,569 
ay a, oo 6 a ee 101,191,662 
12 12 Northwestern, Nat’l.. 84,352,948 
13 15 Occidental, Calif. ...... 80,425,288 
14 13 Continental, Iil........... 71,511,810 
15 14 Provident Life & Ac. 70,704,920 
16 16 Lincoln National 62,968,204 
17 17. Union Labor .. 59,617,820 
18 18 Protective Life 49,241,684 
19 20 London... 43,361,526 
20 22 Great-West 40,750,133 
21 24 Morris Plan .... 39,801,033 
22 23 Minnesota Mut 36,474,465 
23 26 Confederation .... 34,460,374 
24 19 American Standard .. 34,123,060 
25 21 American Nat’! .......... 33,571,700 
26 25 Southwestern .............. 28,347,471 
27 28 Mutual Life, Can....... 17,725,303 
28 27 Northern Wash. ........ 15,516,132 
29 31 Calif.-West. States.... 13,800,965 
30 29 Mass. Savings Bk..... 13,084,950 
31 30 Business Men’s 12,457,995 
32 36 Manufacturers .... 11,388,886 
33 33 ° West-Coast ....... 11,260,716 
34 35 Southeastern ... 10,837,102 
35 34 Capitol, Colo. 10,720,397 
36 ... National Life & Ac... 10,220,500 











Great Northern Celebration 
30th Anniversary 


Great Northern Life this year is cele- 
brating its 30th anniversary by conduct- 
ing a “Charter Day” sales contest, 
which has been running since March ! 
and will end on May 8, the day before 
the company received its charter 30 
years ago. 

The oldest employe in years of serv- 
ice for Great Northern is E. P. Ortel, 
well known assistant vice-president who 
went with it in 1910. Following close 
on his heels is F. X. Basche, genera 
agent at Green Bay, Wis., who joine 
the company in 1911, and 4 A. Sullivan, 
vice-president in charge of the life de- 
partment, who went with the company 
in 1912, 


The Life Cashiers Association of 
Los Angeles heard H. E. Belden, asso- 
ciate general agent Union Central Life, 
speak on “Community Property.” 
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Discusses Ways of 
Deflating Attacks 
on Life Insurance 


May Be Some 
Favorable Results, 
Howell Says 


NEW YORK—Ways of deflating 
unfair attacks on life insurance were 
discussed by Valentine Howell, vice- 
president and actuary Prudential, in his 
address before the Midtown Managers 
Association here. He said that while 
there will undoubtedly be some bene- 
ficial changes resulting from sound 
criticisms, most of the trouble arises 
from failure of the public to appreciate 
what nisurance is and does. He sug- 
gested that efforts be made to evolve 
explanations which will be understand- 


able and convincing to the public and 
not merely actuarially accurate. 


Time of Questioning 


Mr. Howell said that the present is 
a time of questioning and uncertainty 
about life insurance, primarily on ac- 
count of a group of individuals who 
have found a new way of making a liv- 
ing—the life insurance “counsellors.” 
He pointed out that although a man 
who has been fleeced by a counsellor is 
of course angry at the counsellor he also 
has a tendency to blame the life com- 
panies. 

While the counsellors’ activities have 
resulted in a wave of unjustified criti- 
cism, Mr. Howell indicated that the net 
result would not be all on the bad side, 
since there would undoubtedly be some 
changes for the better, some of which 
would not have occurred except for the 
criticisms, 

Discussing some of the sore spots, the 
speaker said that it might as well be 
admitted that savings bank life insur- 
ance is really cheap insurance for those 
who are willing to go to a bank and 
make their purchases and who do not 
need—or think they do not need—the 
agent’s expert services. The most legi- 
timate objection to bank insurance, he 
said, is the exaggerated claims that 
have been made for its low net cost in 
New York—claims which have ema- 
she from sources that ought to know 
etter. 


Legitimate Source of Saving 


_ The only legitimate source of saving 
in bank insurance, he pointed out, is the 
agent’s commission, unless there is a 
subsidy from the banks or from the 
state insurance department. Expense of 
operation may be higher than has been 
thought, he said, because of lack of ex- 
perience, resulting in selecting risks less 
intelligently. He warned that agents 
and companies would do well not to op- 
Pose savings bank life insurance, since 
their motives would probably be misun- 
derstood and the project will stand or 
fall on its merits anyway. 

Taking up the fallacy that the re- 
serve is “confiscated” when a death 
claim is paid on an endowment policy, 
Mr. Howell pointed to the inconsistency 
of such an argument in the face of the 
companies’ well known efforts to shift 
their selling emphasis away from en- 
dowment policies, particularly the single 
Premium forms, 


Need Canned Sales Talk 


Mr. Howell asked his hearers what 
they considered the best method of 
meeting this fallacy, saying that while 
it could be done easily enough in ac- 
tuarial terms, there should be something 
corresponding to a canned sales talk 


Midland Mutual Agency 
Manager Vice-president 











J. A. HAWKINS 


COLUMBUS, O.—Agency Manager 
J. A. Hawkins Wednesday was elected 
a vice-president of Midland Mutual Life 
to succeed the late J. C. Reitz. 








which would make it clear in layman 
language. He said that the fallacy of 
“confiscation” has supporters in quar- 
ters that would not be suspected of fall- 
ing for it. 

As far as endowment policyholders 
being discriminated against is con- 
cerned, Mr. Howell said that with the 
failing interest return endowment pol- 
icyholders are getting a better break 

(CONTINUED ON PAGE 9) 


MINNEAPOLIS — That a forward 
step has been taken toward solution of 
one of the most pressing problems faced 
by the life insurance business is indi- 
cated by the encouraging progress of 
tests which Northwestern National Life 
of Minneapolis has been quietly con- 
ducting over the past two years in con- 
nection with the induction and training 
of new men. This information is con- 
tained in a letter which President O. J. 
Arnold has written to general agents 
and managers. The letter states that it 
was prompted by inquiries which have 
come to the home office about the tests, 
and presents a tentative report on the 
work so far “before it becomes a mat- 
ter of general discussion and perhaps dis- 
torted rumor.” 


Gratifying Degree of Success 


The letter reports a gratifying degree 
of success in tests with a selected few 
recruits, the highest type of employable 
young man available—men with excep- 
tional college records and with obviously 
outstanding ability who are the objects 
of sharp competition by forward-looking 
industries, with well developed appren- 
ticeship programs, seeking future execu- 
tive timber. While these selected re- 
cruits are paid a salary at the start, the 
statement makes clear that the company 
has not merely substituted a salary for 
commission during the training period, 
but rather has sought to determine 
which of the fundamental procedures 
every successful salesman must master 
and practice throughout his whole career 
can fairly be compensated, at least dur- 
ing the apprenticeship period, on a 
salary basis. In tests so far the new 
man has been permitted to engage only 
in (1) prospecting, and (2) servicing ex- 
isting business during the initial train- 

















writers do the best they can 


policies are unified in their 


suggests. 
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The Annual Roundup 


This is the period of the year when many companies 
organize a wholesale check-up of the insurance situation of 
their policyholders. During the remaining months the under- 


clients, while necessarily most of their time is divided 
between policyholders and new prospects. 

Causes for complaint are removed; changes in benefi- 
ciary clauses to parallel insurance needs in respect to per- 
sons and types of settlement are made; the contractual right 
of paying a policy loan in full or periodically in part is 
explained; changes in times of premium payments are fixed 
up; there are changes in types of contracts, to accord with 
premium-payment ability and other circumstances; existing 


and additional insurance is added, to expand or to complete 
an already existing program or one that the underwriter 


The result of all this work is to increase the policy- 


holders’ satisfaction with and confidence in their company. 
The annual check-up is a wholesome procedure. 


INDEPENDENCE SQUARE, PHILADELPHIA 
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Interesting Tests Made 
by Northwestern National 


ing period; he is not permitted to sell 
insurance in competition with the com- 
mission agents or to make recommenda- 
tions. Encouraging progress has been 
made in defining just what the new re- 
cruit must do to justify paying him a 
salary. 


Text of the Letter 


The text of the letter follows: 

“For several years, the Northwestern 
National has been carrying on constant 
research into some of the pressing prob- 
lems of agents. We have all seen re- 
sults of certain phases of this research 
translated into higher production levels, 
and more profitable persistent business, 
for many of our men. These results have 
been gratifying; but to us they have rep- 
resented only the immediate return from 
a research program designed from the 
start to point the way to better earnings 
and greater security for all of our agents. 

“Most of this research has dealt with 
the problems of our more experienced 
agents, whose welfare I have always be- 
lieved should be our primary concern. 
But it is obvious that no far-reaching 
solution of the problems of agents is 
possible until we have arrived at sound 
methods of inducting new men into the 
business and training them for success- 
ful careers. Indeed, the preliminary 
training period, the period of growth 
and adjustment, and the long-time period 
of development as a seasoned agent pre- 
sent almost three distinct problems. 
About two years ago, therefore, we 
began testing some conclusions we had 
reached in regard to inducting new men. 
Recent expansion in these tests with 
new men has been the occasion for the 
inquiries which prompt this letter to you. 


Tested Two Essential Points 


“We have had ia mind testing two es- 
sential points: First, the possibility of 
competing for the highest grade of 
young men available to business; and 
second, the possibility of developing a 
paying job for these men, apart from 
actual sales production, which would 
launch them on a successful career as 
commission salesmen of life insurance 
and, at the same time, pay the Company 
an adequate return from their efforts. 
We have authorized these tests at three 
widely scattered points to get a variety 
of experience. We have picked a limited 
number of the highest type of young 
men available, men of the type life com- 
panies have heretofore had difficulty in 
interesting largely because other indus- 
tries were competing for them with 
salary jobs and training programs which 
offered them a relatively secure future 
development. We have offered salaries 
competitive to these other industries, but 
with the understanding salaries would be 
paid only for a limited period of time. 


Do Not Compete with Agents 


“During this limited period, these men 
have not been permitted to sell insurance 
in competition with our commission 
salesmen, nor to hold themselves out as 
competent to advise prospects with re- 
spect to the purchase of life insurance. 
But under close supervision and direc- 
tion, they are required to master certain 
methods of prospecting in the field and 
of servicing policyholders not now being 
regularly serviced by established agents. 
Tests have been aimed at finding the de- 
gree to which such work will offset the 
compensation paid and whether or not 
training in these tasks will act as a solid 
foundation training for a successful com- 
mission career. Our experience thus far 
indicates that the training thus received 
is at least effective enough to prompt the 
men, without exception, to ask for a 
commission contract to replace the 
salary compensation. And this request 


has usually come before we were ready 
to release the agent from his apprentice- 
ship. 
“Tt is early, however, to report full re- 
(CONTINUED ON PAGE 9) 








J. M. Ehle to ‘Sead 
Southern Ad Men 


Round Table Theme 
Developed at Unique 
Gathering at San Antonio 


SAN ANTONIO—the knights of 
the round table theme was emphasized 
throughout the entire convention of the 
Southern Round Table of the Life Ad- 
vertisers Association. The group sat at 
a round table and a miniature mounted 
knight with shining armor revolved on 
a pedestal in the center of the circle. 
Shields which bore the names of past 
chairmen occupied the alcoves of the 
assembly hall. 

John M. Ehle, manager 
perial Life of Asheville, N. C., was 
elected chairman of the round table; 
J. Bruce Trotter, agency secretary Pan- 


of the Im- 


American Life, vice-chairman; and Wil- 
liam Sexton, agency secretary, Great 
Southern Life, secretary. 


The Jefferson Standard Life won the 
round table trophy for the best exhibit. 

Efforts to increase the value of 
printed financial statements through 
variation in size, form, and manner of 
presentation still provide a field for 
much thought and research before defi- 
nite conclusions can be drawn, com- 
ments by C. Sumner Davis, Provident 
Mutual, Emmett Russell, Life & Cas- 
ualty, and A. Scott Anderson, Equitable 
of Iowa, indicated. 


Urges High Ethics 


A. B. Olson, vice-president Guaran- 
tee Mutual Life, in discussing ‘What 
the Public Expects of the Fieldman,” 
said companies and agents should em- 
ploy high ethics which harmonize with 


the services which life insurance ren- 
ders. Misleading statements may in a 
brief time destroy constructive work 


done in building public confidence. 

Thomas J. Hammer, Protective Life, 
discussed the need for the development 
of the South’s capital and credit insti- 
" tutions. 

William Brockhausen, director Ad- 
vertising Federation of America, stated 
that while other companies are using the 
visual value of billboards, life compa- 
nies have almost entirely neglected this 
field of advertising. He stated that 
the eye appeal and the fixing of the 
company name is especially strong in 
the use of an attractive billboard. 

C. S. Smith, National Life & Acci- 
dent, in “Spotlighting a Headliner,” 
told of the service which life insurance 
renders. He gave agents credit for 99 
percent of the life insurance sold. 

S. R. Hay, Jr., superintendent of 
agents, Protective Life, speaking on 
“Practical Prestige Building,” defined 
prestige as the kind of reputation 


gained with the life insurance buying 
(CONTINUED ON LAST PAGE) 








HieNATIONAL UNDERWRITER 


7 28, 1939 








Raieet Appointment 
of Colo. Governor 


State Senate Won't Accept 
Somers West—Kavanaugh 
Still Commissioner 


DENVER — The threat of a pro- 
tracted court battle over the post of 
insurance commissioner, which has hung 
over the statehouse since the resigna- 
tion of Jackson Cochrane, seemed prac- 
tically dissipated this week when the 
senate refused to confirm the appoint- 
ment by Governor Carr of Somers 
West, Pueblo insurance man, as com- 
missioner. 

Attorney-general Rogers last week 
appointed Luke J. Kavanaugh, who took 
charge of the department immediately 
after Cochrane resigned, as commis- 
sioner. 

Carr’s action in appointing Mr. West 
was in line with his contention that ap- 
pointments of insurance commissioners, 
public utilities commissioners and other 
similar state officers belong to the gov- 
ernor. 

Present indications are that the attor- 
ney- -general’s appointment is going to 
“stick,” providing Mr. Kavanaugh makes 
the necessary showing in a civil service 
examination of all applicants for the job. 


Attorney-General’s Right 


The senate rejected the governor’s 
appointment on the ground that this ap- 
pointment legally belongs to the attor- 
ney-general, The senate being strongly 
Democratic (Governor Carr is a Repub- 
lican) opposition to a Carr appointment 
was expected. 

Political authorities say the governor’s 
only recourse lies in making an interim 
appointment after the legislature ad- 
journs, which will be in the next few 
days. It is considered doubtful whether 
Carr will carry the battle that far. 
Should he do so, his provisional ap- 
pointee would have to carry the matter 
to the state supreme court. Mr. West 
represents General of Seattle. He is 
secretary of the Republican County Cen- 
tral Committee. 

With a bill to raise the commissioner’s 
salary on the verge of final approval, it 
became increasingly probable that Mr. 
Kavanaugh, who said he would not ac- 
cept the job permanently unless the sal- 
ary was increased, will be willing to 
take the permanent appointment. The 
original bill to increase the commission- 
er’s salary to $5,000 has been amended 
by both houses. The senate passed the 
measure with a provision for a $4,000 
commissioner, a $3,000 actuary and two 
additional examiners. The house passed 
it with a $4,200 salary for the commis- 
sioner. 

With the entire civil service setup in 
the midst of a legislative upheaval, it is 
considered unlikely that any immediate 





action will be taken toward filing 


Matthew Woll -_—s 
Dr. Crile Billed 
for St. Louis Rally 


The theme and two of the speakers 
for the golden jubilee convention of the 
National Association of Life Underwrit- 
ers in St. Louis, Sept. 23-29, are an- 
nounced this week. 

“The Contribution American Life In- 
surance Has Made to American Life” 
is the theme. 

The speakers are Dr. George Crile, 
director of the Cleveland Clinic Foun- 
dation, and Matthew Woll, vice-presi- 
dent American Federation of Labor. 
Sixty-five percent of the speakers on 
the St. Louis program are to be other 
than insurance men, it was recently an- 
nounced. This is in furtherance of the 
association’s public relations plan. It 
is contemplated that these outside lead- 
ers give talks, praising life insurance 
and then the idea is to have these en- 
dorsements fed back into the profes- 
sions and businesses that the speakers 
represent. 

“American life insurance has made a 
contribution to American life that can- 
not be measured by dollars or cents or 
by social welfare but “A a truly fine 
blending of both,” Ralph G. Engelsman, 
Penn Mutual, New York, national pro- 


gram chairman, stated in announcing 
the theme. 
In 1921, Dr. Crile was one of the 


founders of the Cleveland Clinic Foun- 
dation and has been its director ever 
since. In 1924 he became a surgeon for 
the Cleveland Clinic Hospital. He is 
the author of more than 20 books deal- 
ing with medicine and surgery and he 
is recognized as one of the country’s 
leading surgeons and surgical scholars. 
Mr. Woll in 1906 became president 
of the International Photo-Engravers 
Union of North America. He is presi- 
dent of Union Labor Life, International 
Labor Press of America, Workers Edu- 
cational Bureau, America’s Wage Earn- 
ers Conference and _ International 
Sportsmanship Brotherhood. 





Hooper-Holmes Managers Meet 

KANSAS CITY—District managers 
of the Hooper-Holmes Bureau met here. 
In attendance were John J. King, New 
York, president; J. Charles King, direc- 
tor of sales; F. D. Meacham and T. W. 
Abbott, Chicago; F. C. Conlon, Milwau- 
kee; Frank Dwyer, St. Louis; Clarence 
Madison, Omaha; James Wade, Des 
Moines; Henry Weedan, Minneapolis, 
and Mizzell Phillips, Kansas City. 








charges with the commission against 
Ora E. Sloane, chief examiner for the 
insurance department. Such action was 
recommended by the committee ap- 
pointed by the house to investigate the 
insurance department. 








F acaunait Baily Trial 
of Missourians 


Pendergast, O'Malley May 
Face Court in June— 
Grand Jury Still Busy 


KANSAS CITY — Arraignment of 
Tl. J. Pendergast, Kansas City politica] 
boss, and R. E. O’Malley, former insur 
ance superintendent, on charges they 
conspired to evade income tax payment 
on $315,000 and $62,500, respectively, in 
connection with the Missouri fire rate 
case settlement, will be made May 1 
before Federal Judge Otis. 

In the meantime the federal grand 
jury this week was reported to be delv- 
ing into the circumstances surrounding 
the sale of Missouri State Life to Gen- 
eral American in 1933, and into subse- 
quent events involving those companies, 
One of the key figures, as in the fire 
rate case settlement, is O’Malley. A re- 
port that O’Malley sought to obtain 
$200,000 from General American for the 
Kansas City political organization in re- 
turn for his part in the sale of Missouri 
State to General American caused ob- 
servers here to express the opinion that 
this phase of the grand jury’s investiga- 
tion might be as sensational in its dis- 
closures as the jury’s investigation of 
the rate settlement. 


Harassed by Politicians 


Attorney-general McKittrick revealed 
that W. W. Head, president of General 
American, conferred with the attorney- 
general Nov. 30, 1937, and in asking that 
the attorney-general refrain from a pub- 
lic inquiry, told him that the company 
had been “harassed” by politicians, and 
that O’Malley had requested a $200,000 
contribution. Mr. Head has been quoted 
within the last week as saying he refused 
to make the contribution. 

Following Mr. Head’s visit, McKit- 
trick conferred with Governor Stark, 
and the state retained J. M. Crume, Chi- 
cago, who made some investigations of 
the Missouri State situation. 

Attorney-general Murphy at Wash- 
ington has indicated that Pendergast and 
O’Malley will be brought to trial early 
in June. 

At Washington Municipal Judge Curran 
dismissed the case against Mrs. Mar- 
garet Braun who had been charged with 
stealing personal letters from Lambert 
S. O’Malley, son of R. Emmet O’Mal- 
ley. Mrs. Braun formerly was employed 
as a maid in the O’Malley home. She 
testified she took the letters from a 
wastebasket. They were written by Mrs. 
R. E. O’Malley during the time the 
grand jury was investigating the fire 
rate case settlement. The letters were 
published in various newspapers after 
Mrs. Braun took them from the O’Mal- 
ley home. 








BEFORE THE CAMERA AT L. A. A. SOUTHERN ROUND TABLE CONFERENCE 


American Life of San Antonio, and retiring chairman; J. Bruce Trotter, 


(Left to right)—Karl Ljung, superintendent of agencies Jefferson 
Standard Life; C. C. Fleming, editor Life of Virginia; Eustace Brock, 
secretary Great-West Life; William Sexton, agency secretary Great South- 


ern Life, and secretary Southern Round Table; 


C. B. McPhail, Great 


agency secretary Pan American Life and vice chairman Southern Round 
Table; John M. Ehle, advertising manager Imperial Life, and new 


chairman Southern Round Table. 
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Motivation Not Last 
Desperate Effort 


Home Office Man Stresses 
Its Normal Place in 
Every Interview 


Motivation is not a last, almost hope- 
less effort to save a sale that is prac- 
tically lost, Malcolm L. W illiams, assist- 
ant superintendent of agencies Provi- 
dent Mutual, told the ‘Chicago sales 
congress this week. In the best selling 
of the day it is not regarded as a “blow 
torch turned on an icicle.” 

“It is natural, friendly talk directed 
by a capable agent to a personal pros- 
pect with whose circumstances he is 
familiar and with whom he has some 
standing and prestige, in an effort to 
persuade the prospect to take an alto- 
gether natural step,” Mr. Williams said. 
“In short, it is normally emotional con- 
yersation in a normal atmosphere.” 

Motivation in past years, he said, has 
been looked upon as turning on the high 
voltage sob story, “to give the prospect 
a powerful yank around down deep in 
his insides and make him cry until the 
big tears run down his waistcoat.” 


Old Method Was Wrong 


“By and large, we were taught this 
about the sales process: First, you ap- 
proach the victim, catch his interest; 
then you show him he has a need for 
life insurance. Next you present your 
insurance plan for fulfilling his needs. 
After doing so, you close. If to your 
great surprise and perhaps annoyance, 
the prospect shows the poor taste not 
to want to be closed, then vou motivate. 

“Now, if your hands were frozen you 
would certainly not put them into the 
stove to thaw them out. I submit that 
it is most equally silly to teach that 
men should try at the last minute and 





as a last desperate resort to warm up 
an icecold prospect with a redhot poker. 
“This is why the whole subject of 
motivation is distasteful to many sales- 
men; it sounds crazy to them and gg 
are right. As it is often explained, 
is crazy. There is no doubt that ‘be 
ablest agents are today getting the bulk 
of their business from people they re- 
gard as their friends; with whom they 
have no hesitation in talking more or 
less intimately. 


Necessary to Live Motivation 


“To me motivation is a way of life. 
You can’t work it as a device; you can 
work it only if you live it.” 

Mr. Williams gave the three words— 
interest, acceptability and restraint— 
around which he said successful life in- 
surance selling can be built. The agent 
must have interest in people. Ability to 
motivate men depends on the agent’s 
acceptability. He must be the sort of 
person other people are glad to see. He 
must have social interests. Too many 
agents, Mr. Williams said, close the 
doors of their homes at 6 nearly every 
night and never open them again until 
8 the next morning. If they spend an 
evening with friends, it is a narrow 
circle. 

“Perhaps they enjoy being hermits, 
but hermits don’t sell much life insur- 
ance,” Mr. Williams said. “We must 
come out of our shells, broaden our con- 
tacts and at the same time our interests. 
I see no way for the agent to separate 
his business life and social life. Pros- 
pects buy from you for two reasons, 
usually, not one. They buy from you 
because they respect your knowledge of 
your business and because they like you. 
Because they like you, you can moti- 
vate them to buy, in the natural way. 

“Tf we are to make and keep social 
business friends, we must cultivate 
some measure of restraint. We must 
not spring upon a new acquaintance at 
the moment of meeting or next day 
and try to ram our pet policies down his 
throat by force and violence. Before 





trying to sell him, we must learn about 
his situation and also establish ourselves 
with him as desirable persons with 
whom to do business. To restrain our- 
selves requires poise; to be well poised, 
self-confidence is needed. To have self- 
confidence we need to be sure of our 
acceptability and of our knowledge of 
our trade. 

“We need one thing more—healthy 
personal finances. The man _ whose 
hands are wet from nervousness born of 
a desperate need for an immediate com- 
mission cannot be restrained.” 

Charles T. Davies of Wyomissing, 
Pa., retired industrialist, told why he 
bought $1,000,000 of life insurance. He 
presented graphs showing how his life 
insurance estate had accomplished what 
he wanted done and what would have 
been the result had he followed the ad- 
vice of investment men and others. Mr. 
Davies bought his first policy, $2,000, 
the day he became engaged, and $3,000 
more before the wedding. After some 
years he conceived the idea of building 
a life insurance estate and increasing 
it gradually. He and his wife are able 
to travel nine months a year, a fact 
that he ascribes to his life insurance in- 
vestment. 

“T have no investment problems 
now,” he said. “There was a time when 
I did, but life insurance solved it for 
me. How on earth would I invest 
$100,000 in cash if I had it today? But 
I know exactly what my life insurance 
policies will bring me.” 


Life Insurance His Best Bet 


When Mr. Davies retired he con- 
sulted with a firm of investment ex- 
perts who advised changing all his 
single premium policies to the annual 
premium basis, and using the cash re- 
serves thus released, adding some addi- 
tional money, to invest in a select list 
of common stocks. Mr. Davies did not 
do this, but he preserved the list. Every 
Jan. 14, he said, he has his secretary 
check over the list to see how much 
money he would have lost if he had 


Goes to Birmingham 
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SAM R. HAY, 


Sam R. Hay, Jr., former home office 
agency manager of the Great Southern 
Life at Houston, who becomes superin- 
tendent of agents of the Protective Life, 
was connected with his former company 
for seven years. Prior to that he was 
with the San Jacinto Life. Before leav- 
ing Houston for Birmingham, he was 
the guest of honor at a banquet given by 
his former associates in the agency. 








followed this advice. He figures that at 
one time the stocks for which he would 
have paid more than $300,000 were 
worth only $52,000, whereas his life in- 
surance estate has moved steadily up- 





ward in value. 
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The State of Vermont is hopeful that 
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will include an automobile tour of the 
Green Mountain State. 


If you make such a tour, we invite you 
to include a visit to the home office of 
the National Life Insurance Company. 
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Porter Is Elected 
Kansas President 


Big Attendance Marks 
Annual Meeting and Sales 
Congress in Hutchinson 


HUTCHINSON, KANS.—Leo R. 
Porter, general agent Lincoln National 
at Wichita, was named president of the 
Kansas State Association of Life Under- 
writers at the annual meeting and sales 
congress here. Some 350 were regis- 
tered, including many company officials 
and non-members and over 400 attended 
the luncheon addressed by Dr. A. E. 
Hertzler of Halstead, Kan., the “Horse 
and Buggy Doctor.” 

President Porter will announce his 
choice for secretary-treasurer later, al- 
though he will probably be from 
Wichita. It is the custom of the Kansas 
association for the president and secre- 
tary to come from the same city so 
they may work more closely together. 
R. G. Dennison and F. J. Mercer of 
Salina are the retiring president and 
secretary-treasurer. 

. E. Conklin, Equitable Society, 
Hutchinson, and Walter Leonard, Gen- 
eral American Life, Manhattan, were 
renamed vice-presidents. John S. Kerns, 
Northwestern Mutual at Pittsburg and 
president of the Pittsburg association, 
was named vice-president to succeed 
Mr. Porter. The vice-presidents serve 
with the president and secretary as the 
executive committee. Guy C. Glascock, 
Ohio National manager of Hutchinson, 
headed the nominating committee. 


Meet in Wichita in 1940 


Wichita was selected for the 1940 
meeting upon the invitation of President 
Earl H. Watson, Mutual Life of New 
York, Wichita president. 

Among the company officers present 
were President H. K. Lindsley and F. 
B. Jacobshagen, secretary, of the Farm- 
ers & Bankers; Elliot Belden, agency 
manager United Life, Salina; Elmer 
Shurtleff, assistant general manager; W. 
J. Bryden, Jr., and Claude Clark, secre- 
tary, Victory Life; Ed. Bradstreet, 
American Home Life; Frank J. Seitz, 
secretary and sales director American 
Home, and F. A. Hadden, vice-president 
and secretary of Great American, 
Hutchinson. 

Clayton Mammell, home office general 
agent Farmers & Bankers, chairman of 
the membership committee, reported a 
substantial gain during the year with 
bright prospects for the future. The 
Emporia association was cited for a fine 
membership increase. Pendleton Miller, 
New England Mutual general agent, 
Topeka, reported as chairman of the 
registration committee. 

The annual gathering of general agents 
and managers included a golf tournament 
was followed by a dinner and seminar 
with Warren Woody, Chicago manager 
Equitable Society, as speaker. O. 
Cropper, Topeka manager Aetna, was 
chairman. Winners of the golf tourna- 
ment included two of the guest speakers, 
Ernest W. Owen, retired Detroit man- 
ager of the Sun Life, and Glen J. Spahn, 
superintendent of agencies of the Metro- 
politan Life. Other winners were Levi 
B. Rymph, assistant general agent 
Aetna, Wichita, and Bert E. Porter, 
General American Life at Geneseo. 
Nearly a hundred attended the dinner 
and program. 

The main problem of general agents and 
managers in public relations is to build 
the prestige of the people in the busi- 
ness and to select only career under- 
writers, Mr. Woody said. It has been 
brought about by companies’ indiscrimi- 
nate agency appointments in the past, 
by giving everyone a contract who of- 
fered the possibility of closing even a 
few cases, he said. The only way to 
solve the problem is to quit the prac- 
tice, Mr. Woody counseled. 

Prestige of the business and the people 
in it can be built by word of mouth, by 





U. S. CHAMBER SPEAKERS 








oO. J. ARNOLD, 


Minneapolis 


JOHN A. STEVENSON, Philadelphia 


President O. J. Arnold of the Northwestern National Life will preside over 
the insurance group conference next week during the annual meeting of the U. S. 


Chamber of Commerce. 


He is a director of the chamber from his district. 


The 


life insurance speaker on the program will be President John A. Stevenson of the 


Penn Mutual Life. 














making sure that the insurance and the 
daily press secure stories of worthwhile 
achievements. He suggested agency 
heads could clip these stories from com- 
pany house organs and prepare stories 
for local use. 

Mr. Woody presented himself as “Ex- 
hibit A” in support of his statement that 
an agent could make a good living sell- 
ing life insurance in very’ small commu- 
nities around 1,000 population. In 1925, 
he said, he sold over $200,000, entirely 
in 20 payment life contracts, in Sterling, 
Kan., a small town. He paid for more 
than 80 policies in the year. 

The breakfast conference Saturday 
morning for officers of the ten local as- 
sociations was an innovation. About 100 
were on hand to hear timely remarks by 
Holgar J. Johnson, president of the Na- 
tional association. President Roy G. 
Dennison presided, the discussion being 
“The things a general agent and man- 
ager should do to build prestige for the 
agent.” 

At the close of the morning session 
W. E. King, past president St. Louis 
association, presented an invitation to 
the National association meeting in St. 
Louis in September. 


Dennison Calls Congress 


The congress was called by President 
R. G. Dennison, who turned the gavel 
over to Vice-President J. E. Conklin, 
who introduced the two headliners, Mr. 
King and Mr. Spahn. Mr. King brought 
out many sales methods, using the theme 
of “Showing You How to Save Money,” 
asserting that the prospect can criticize 
the agent for only one thing, that being 
“Why didn’t you make me buy?” 

In talking on “The Successful Life 
Underwriter,” Mr. Spahn presented 
ideas on analyzing the prospect, pros- 
pecting, planning and personal sales 
talks, ending with the plea to “Be in 
reality what we pretend to be.” 

President-elect Leo Porter presided 
at the afternoon session. Mr. Owen 
gave his talk on “The 13 Keys to Suc- 
cess.” 

Mr. Johnson closed his talk on “Moti- 
vating Forces” with the challenge “to 
be the kind of an agent that entitles you 
to the highest degree of prestige,” warn- 
ing that “if you earn it you get it— 
but if you don’ t earn it you have no right 
to ask for it.” He emphasized the idea 
of creating a greater appreciation of the 
life man’s responsibility to his business. 
He asserted that more agents should sell 
life insurance so it will do the things 
the prospect wants it to do. 





Special Libraries 
Group Will Meet 


The Special Libraries Association, 
with Miss Alma C. Mitchill of the Pub- 
lic Service Corporation president, and 
Miss Laura A. Woodward of the Mary- 
land Casualty as chairman, will hold its 
annual conference at the Lord Baltimore 
Hotel, Baltimore, May 23-27. The 
annual banquet will take place May 24. 
Christopher Billopp of the “Evening 
Sun” will be toastmaster and the guest 
speaker will be Sir Wilmot Lewis, 
Washington correspondent for the Lon- 
don “Times.” 

Miss Emily C. Coates of the Travel- 
ers, chairman of the insurance group, 
announces that on May 24, J. E. Harvey, 
director of the National Conservation 
Bureau, will speak on “How can a re- 
search library help in the vast movement 
for the conservation of life and preven- 
tion of death.” Another speaker will be 
Dr. W. H. Schulze, director of the bu- 
reau of environment of the Baltimore 
City Hygiene & Health Department on 
“Occupational Diseases.” On May 26, 
there will be a. joint meeting of the 
commerce, insurance and public business 
libraries. Dr. Ernest Fisher, economic 
advisor Federal Housing Administration 
and author, will speak on “Financing the 
Housing Program.” Dr. Robert Na- 
than, chief of the national income section 
of the division of economic research, 
Bureau of Foreign and Domestic Com- 
merce, will talk on “Some Aspects of 
Income Statistics.” 

There will be an after breakfast con- 
ference when the main discussion will 
be “Sources of Printed Material’; ““Gov- 
ernment Sources”; “Legal Material— 
State and Federal.” Aside from Miss 
Coates, who is chairman of the insur- 
ance group, Miss Mariana Thurber of 
the Employers Mutuals of Wausau, Wis., 
is vice-chairman, and Miss_ Eleanor 
Gibson of the Aetna Life, is secretary. 





Honor Kay’s 40 Years of Service 


Harry H. Kay, who has just com- 
pleted 40 years with the Metropolitan 
Life, was presented a 40-year service 
medal. At Newton, Mass., where Mr. 
Kay is now manager after many years 
as Boston manager, he was given a 
testimonial dinner by 100 friends and 
associates. In Boston he was tendered 
another dinner by life managers of 
greater Boston offices. 
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Many Insurance Men 
to Attend Meeting 


Interest in Annual Gather. 
ing of U. S. Chamber of 
Commerce 


A number of insurance men will at- 
tend the annual meeting of the United 
States Chamber of Commerce which 
starts next Monday. The national coun- 
cil meets the day preceding. James S, 
Kemper of Chicago, president of the 
Lumbermen’s Mutual Casualty, who js 
vice-president of the U. S. Chamber, will 
preside over the session where presenta- 
tion of the awards are made in the 1938 
fire waste contest and also in the city 
and rural house conservation contest 
awards. George H. Davis, president of 
the U. S. Chamber, is president of the 
Davis-Nolind- Merrill Grain Company of 
Kansas City. 

At the general session.the morning of 
May 3, President M. J. Cleary of the 
Northwestern Mutual Life will speak on 
“Enterprise Capital.” Round table dis- 
cussions are listed for Wednesday after- 
noon, O. J. Arnold of Minneapolis, pres- 
ident Northwestern National Life, 
presiding over the insurance conference, 
he being a director from his district. 
The two set speakers are Vice-president 
L. E. Falls of the American of Newark 
and President John A. Stevenson of the 
Penn Mutual Life. 


Great-West Life's 
Hot Springs Rally 


HOT SPRINGS, ARK.—At the con- 
vention here of the Great-West Life, 
nine leading agents told how to increase 
and hold business. Two of them, Pierre 
Allard, Sherbrooke, and J. E. Bergeron, 
Quebec, spoke in French. 

A special train of nine cars brought 
about 200 delegates from Canadian, 
northern and eastern points for the con- 
vention. 

H. A. H. Baker, assistant general 
manager and superintendent of agencies, 
presided. H. W. Manning, general 
manager, welcomed the _ delegates. 
Talks were made by A. P. Johnson, 
Detroit manager; P. V. Bond, Winni- 
peg manager; J. B. Nettlefield, assistant 
manager Toronto No. 1 branch; F. D. 
MacCharles, general manager and ac- 
tuary; C. F. Dunfee, superintendent of 
agencies for Ontario; H. T. Wright, 





associate agency manager Equitable 
Society, Chicago, and Earl M. 
Schwemm, Chicago manager. 


The delegate who made the longest 
trip to the convention was Charles F. 
Burkhardt, of Dawson, Yukon Terri- 
tory, who lives 50 miles south of the 
Arctic circle. He wrote $180,000 of life 
insurance last year, thereby winning for 
his wife and himself the first trip to 
the United States in 42 years. 





Flickinger Entertains Visitors 
INDIANAPOLIS — General agents 
and supervisors of the John Hancock, in 
Indianapolis to attend the midwest 
agency managemént conference, were 


guests of Dan W. Flickinger, general 
agent for Indiana, at a smoker. 
Those attending were R. W. Hoyer, 


Columbus; W. M. Houze, Chicago; W. 
T. Macauley, Detroit; ii M. Clark, Pe- 
oria: Jerry Rawls, supervisor at Peoria; 
T. W. Boruff, Decatur, Ill, and Cecil 
Abrams, supervisor at Decatur. 


Reduce Family Income Minimum 


The Provident Life & Accident has 
reduced the minimum policy under the 
family income benefit provision from 
$2,500 to $1,000. 

It was stated that the higher mini- 
mum has been a handicap in using the 
family income provision to guarantee 
paying off a mortgage. 
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Publicity Committee 
Named for the 1939 
Annual Message 


Members of the publicity committee 
for the 1939 “Annual Message of Life 
Insurance” have been named by J. C. 
Behan, vice- -president, Massachusetts 
Mutual, who is chairman of the national 














SENECA M. GAMBLE 


committee. Committee members are: 
S. M. Gamble, Massachusetts Mutual, 
chairman; S. H. W. Fyfe, Canada Life; 
Karl Ljung, Jr., Jefferson Standard 
Life; John H. McCarroll, Bankers Life 
of Des Moines; D. B. Slattery, Penn 
Mutual Life, Philadelphia; C. T. Steven, 
Phoenix Mutual; A. W. Theiss, Ohio 
National Life; Earl R. Trangmar, 
Metropolitan Life. 

Membership of the national commit- 
tee, which was recently announced, is 
drawn from the Life Agency Officers 
Association, Institute of Life Insurance, 
Sales Research Bureau, National Asso- 
ciation of Life Underwriters and’ Life 
Advertisers Association. 

The week of October 23 has been set 
as the date for delivery of the Annual 
Message to the public. 





Farewell Party at Peoria 
for J. Hawley Wilson 
PEORIA, ILL.—J. Hawley Wilson, 


associate general agent with the Reul- 
ing & Williamson agency of Massachu- 
setts Mutual Life, who is to become 
general agent at Oklahoma City for the 
Massachusetts Mutual, will be honored 
by the Peoria Association of Life Un- 
derwriters, at a dinner April 28. 

Committee for the banquet includes: 
Chester T. Wardwell, general agent 
Connecticut Mutual, chairman; Stanley 
S. Marshall, superintendent, Prudential; 
Frank J. Manning, manager Metropoli- 
tan Life, and K. E. Williamson of 
—— & Williamson. 

At Oklahoma City, Mr. Wilson suc- 
ceeds Horace *E. Combs, who will de- 
~ his full time to personal produc- 
10n. 

Mr. Wilson was inducted into life in- 
surance as a personal producer at age 
26, by Chester O. Fischer, then Peoria 
general agent and now vice- -president. 
With his first year sales amounting to 
$198,000, his production averages $650,- 
000 annually for his 14 years in the 
business. He is a life member of the 
Million Dollar Round Table. 


Active in Associations 


He was president of the Peoria as- 
sociation in 1931, president of the IIli- 


nois association in 1934, a national com- 
mitteeman 1935-37, and is now a trus- 
tee of the National Association of Life 
Underwriters. 


In 1936 he was presi- 





dent of 


the 


Massachusetts Mutual 


Agents Association. He graduated from 
the University of Illinois in 1921. 

Mr. Combs joined the Massachusetts 
Mutual agency at Oklahoma City in 
1926, his sales in five years exceeding 
$2,000,000. In April, 1935, he was made 
co- “general agent with Theo M. Green, 
following the transfer of George E. 
Lackey to head the Detroit agency. 





Discuss A. L. C. Convention Plans 


KANSAS CITY—Preliminary plans 
for the American Life Convention in 
Chicago in October were discussed at 
a meeting here by W. T. Grant, presi- 
dent Business Men’s Assurance, and 
president of the A. L. C.; G. S. Nollen, 
president Bankers Life of Iowa; C. A. 
Craig, chairman National Life & Acci- 
dent; T. A. Phillips, Minnesota Mutual; 
H. K. Lindsey, Farmers & Bankers: 
Daniel Boone, Midland Life, and Col. 
C. B. Robbins, manager of the A. L. C. 





Three Out of Four Agencies Ahead 


Equitable Society announces that 
three out of four of all its agencies show 
a plus for the first quarter. The Bleet- 
stein agency in New York holds the pre- 
mier position in metropolitan agencies, 
with a gain of 36 per cent in premiums 
and 21 percent in volume over the first 
quarter of 1938. 





Life Discussions at “Ad” 
Conference Meeting Listed 


A. A. Fisk, advertising manager Pru- 
dential, past president Insurance Adver- 
tising Conference and chairman of the 
life insurance group session at the 
spring meeting in New York May 16, 
announces the following subjects to be 
discussed: “The Institute of Life In- 
surance,” “Magazine Advertising of In- 
surance Companies,” ‘Newspaper Ad- 
vertising of Insurance Companies,” 
“Annual Statement Advertising of In- 
surance Companies,” “The Insurance 
Trade Press,” “Life Insurance Litera- 
ture’ and “Advertising for and by 
Agents.” 

Discussion leaders will include: E. 
M. Hunt, Mutual Life of N. Y.; A. H. 
Thiermann, secretary to vice-presidents 
New York Life; A. H. Reddall, assist- 
ant secretary Equitable Society: cE 
Kane, president Spectator Company; C. 
E. Crane, director of publicity National 
Life of Vermont; D. J. Murphey, ad- 
vertising department Metropolitan Life, 
and Mr. Fisk. 





Plans for Commissioners Meet 
SAN FRANCISCO—A dinner-dance 

will be held in the California Hall on 

Treasure Island, locale of the Golden 





Gate International Exposition, June 23 
for the National Association of Insur- 
ance Commissioners. The next day will 
be Insurance Day and the California 
committees working on this phase plan 
to bring out from 35,000 to 50,000 people 
connected with the business. Commis- 
sioner Goodcell will be toastmaster at 
the Treasure Island dinner-dance. 


ENTERTAIN IN SALT LAKE CITY 
SALT LAKE CITY—Extensive plans 


are under way for the entertainment of 
a number of insurance commissioners 
here June 19. At the urgent request of 
Commissioner Neslen of Utah, a stop- 
over for one day in Salt Lake City will 
be made by the commissioners on their 
way to San Francisco. A committee 
representing various insurance interests, 
headed by Commissioner Neslen, is ac- 
tively at work on an_ entertainment 
program. The reception committee will 
include five former Utah commissioners, 
three of whom are actively engaged in 
the insurance business. They are John 
James (1914-17), Occidental Life of 
California; R. S. Wells, (1917-24); John 
W. Walker (1924-28); I. G. McQuarrie, 
Kansas City Life, (1928-32); E. A. 
Smith Jr., Pacific Mutual Life (1932-36.) 





Sales-making facts and figures are 


given in the Little Gem Life Chart. 

















PILOT MOUNTAIN: NORTH CAROLINA 
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More than 136 Years 


The total membership weeks in the Pilot's App-a-Week Club 
represent more than 136 years of continuous production or an 
average of over 192 weeks per man. 


This Club, with its many attractive awards, is one of the many 
incentives for quality volume business offered the field repre- 
sentatives of the Pilot Life Insurance Company. 


PILOT LIFE 
INSURANCE CONPANY 


Emry C. Green, President 


Greensboro, North Carolina 
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Home Office Change 
at Mutual Benefit 


NEWARK.—Leonard R. Jacobus, as- 
sistant secretary in charge of the re- 
newal department of Mutual Benefit 
Life, is retiring after nearly 50 years of 
service. Eugene D. Baldwin is his suc- 
cessor, and takes the title of assistant 
secretary. 

Mr. Jacobus went with Mutual Bene- 
fit in 1890 as a boy. In 1906 he was put 
in charge of agents contracts and com- 
missions. In 1911 he was made head of 
the renewal department, and a few 
months later was appointed an assistant 
secretary. Much of the development of 
the master record system during the past 
30 years has taken place during his ad- 
ministration of the renewal department. 

Mr. Baldwin has devoted his entire 
business life with Mutual Benefit, start- 
ing at the age of 16. He has been en- 
gaged in renewal department work 
throughout his association with Mutual 
Benefit. He was elected first president 
of the Veterans Club in 1922 when em- 
ployes with 20 or more years of service 
organized the club. In 1929 when the 
Pelican Club, an organization of all 
employes, got under way he was elected 
its first president also. 





STOCKS 


H. W. Cornelius of Bacon, Whipple 
& Co., 135 South La Salle street, Chi- 
cago, gave the following stock quota- 
tions for life companies as of April 25, 
1939: 





ar Div.* Bid Asked 
Aetna Life ..... 10 1.35* 26% 28 
Contral, Til. . 2.0. 10 AS 10 12 
Cent. States Life 5 eS 2 3 
Colum. Nat. L...100 ae 69 75 
Conn. General .. 10 .80 26 28 
Contl. Assurance 10 2.00 37 39 
Federal Life ... 10 oe 4% 5% 
Great Southn. L. 10 1.30 21 23 
Kan. City Life..100 16.00 350 375 
Pee Sl ee 3 50 8 10 
Lincoln Natl. ... 10 1.20 27 29 
New World Life. 10 -40 5 5 
No. Amer Life... 2 Late 258 3 
N. W. National.. 5 .30 ve os 
Ohio National .. 10 1.25 27 29 
Old Line Life... 10 -60 10 12 
Philadel. Life .. 10 ae 2 3 
Sun Life, Can...100 15.00 370 410 
TYAVCIC®B o.04 100 16.00 435 445 
Union Cent.Life 20 1.20 20 25 
Wis. National .. 10 1.00 15 17 


*Includes extras. 





J. Harry Wood, director of general 
agencies John Hancock Mutual Life, 
was the speaker when the J. M. Clark 
general agency, Peoria, IIl., celebrated 
the company’s 77th anniversary. Mr. 
Clark reported a 47 percent production 
increase over a year ago. 
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Retirement Income 
with 
Protection As-You-Go 





HE STATE LIFE of Indiana offers a wide 

range of policies to provide retirement 
incomes. .. . Endowment policies maturing 
at various ages, in two to twenty years, and 
at five-year intervals afford individualized 
service. . . . Comprehensive Installment 
Options and suitable supplementary agree- 
ments enable the State Life Representative 
to serve the exact needs of his clients. ... 
State Life issues up-to-date policies from 
ages one day to sixty-five years. Many of 
these policies can be merged finally into a 
Retirement Income plan. ... State Life offers 
agency opportunities for those qualified. 
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STATE LIFE 


INSURANCE COMPANY 


Indianapolis 
Indiana 


AN OLD-LINE MUTUAL COMPANY FOUNDED 1894 





























Handling Records of 
Policies Important 


Eastern Conference of the 
Office Management Asso- 
ciation in New York 


NEW YORK—“Be sure you're right, 
then go ahead,” is a principle which 
must be followed out to its ultimate 
conclusion in making major changes in 
the handling of policy record routines 
and related activities, it was made clear 
by Assistant Comptroller K. D. Mac- 
aulay, Sun Life, in his paper at the east- 
ern conference of the Life Office Man- 
agement Association. 

Mr. Macaulay emphasized that even 
the survey work should not be at- 
tempted unless there are important rea- 
sons for believing that changes would 
be worth while. A survey of this sort 
should consist of three parts: (1) an 
exhaustive survey of the existing meth- 
ods, equipment, and type of staff; (2) 
development of one, two or three sug- 
gested alternative methods; (3) careful 
comparison of each of the suggested 
alternatives with the existing procedure. 
He pointed out that care must be taken 
in surveying existing conditions that 
every function is included, even though 
it may not be considered important. 


Alternative Methods 


In evolving alternative methods the 
procedure, said Mr. Macaulay, is to 
consider a broad outline of a plan and 
then work backward to see whether it 
can be made to include every function 
included in the present system. For 
guidance he suggested study of all types 
of one’s own and other company pro- 
cedure, including study of proceedings 
of the L.O.M.A. He also stressed study 
of the design of available office equip- 
ment and the instructions covering its 
use, since it is sometimes found to be 
available for other uses than those to 
which it has been put. In this connec- 
tion he mentioned the value of equip- 
ment companies’ representatives and 
the advice they are able to give. 

The measure of the success of the 
new system should be judged by the 
number of subsidiary routines which it 
would eliminate, particularly if it is 
unnecessary to introduce new subsidiary 
routines. In comparing the results of 
a proposed system with the existing 
one, however, he cautioned that it is 
necessary to estimate the extent of the 
dislocation that will result from switch- 
ing over to the new system. 





Mass. Mutual Agency Training 


Massachusetts Mutual Monday opened 
its first home office review school for 
newly contracted agents. Forty-four were 
in attendance representing 29 agencies. 

Directed by Vice-president C. O. 
Fischer and members of the agency de- 
partment staff, classes are held during 
the morning and afternoon, the evenings 
being devoted to open forum discussions 
with representatives from the home of- 
fice in attendance. On Thursday eve- 
ning the group attended the home office 
talent show. 

Full time representatives placed un- 
der contract since April 15, 1938, who 
have satisfactorily completed the train- 
ing course or its equivalent, conducted 
by general agents and who have met 
specified production requirements, were 
eligible to attend. 


American Life Case Up 


LANSING, MICH.—Procedure of 
the insurance department, under the 
regime of former Commissioner Gauss, 
in throwing the American Life of De- 
troit into temporary receivership a year 
ago was attacked as highly improper 
and in “total violation of due process 
of law” in arguments of counsel for the 
management before the supreme court 
in its appeal from the receivership order 








of the Ingham county circuit court 


Acacia Mutual Advertising 
Manager Resigns 





K. H. MATHUS 


K. H. Mathus has resigned as ad- 
vertising manager of Acacia Mutual 
Life. He is one of the best known men 
in his field. He is credited with be- 
ing the founder of the Life Advertisers 
Association and at one time was chair- 
man of the life group of the Insurance 
Advertising Conference. He was editor 
of “Conn-Mu-Topics” of Connecticut 
Mutual and then went with the Sales 
Research Bureau as editor of its maga- 
zine and as a staff consultant. 








here. The attorney general’s depart- 
ment, however, as stoutly defended the 
commissioner’s action and was granted 
permission to file a supplemental brief. 





Arthur F. Hall, chairman of the board 
of Lincoln National Life, and his wife 
went to Florida early in February, ex- 
pecting to return home for Easter. The 
day before they were to have returned 
Mrs. Hall suffered a slight stroke. She 
was recovering so rapidly that Mr. Hall 
was able to attend the meeting of the 
general agents of the company in Chi- 
cago and he is now at the home office 
in Fort Wayne. Mrs. Hall is expected 
to return to Fort Wayne the end of 
April with her daughter who is with 
her, and it is expected that Mrs. Hall 
will entirely recover in the very near 
future. 








An Opportunity 


Small southern company, 
strong financially, now oper- 
ating in Alabama, Florida 
and Georgia is ready to ex- 
pand its organization in 
those States, offering a good 
line of policy contracts and 
agency contracts. 


We are looking for a man 
who can help develop and 
strengthen an agency or- 
ganization. One who be- 
lieves he can grow with a 
growing company. Reason- 
able salary and early ad- 
vancement,—to Vice-Pres- 
ident when _ qualifications 
demonstrated. 


ADDRESS J-92, 
THE NATIONAL UNDERWRITER 
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Bendiner Desires Simplicity 
in Sales Presentations 





Irvin Bendiner, New York Life, 
Philadelphia, addressed the Philadel- 
phia C.L.U. chapter on current day 


presentation of life insurance. 

He made a plea for simplicity of pres- 
entation, and said that life salesmen 
have a tendency to over-emphasize the 
death hazard and to under-emphasize 
the life hazard. Of people today be- 
tween 25 and 40 years of age, he said, 80 
percent will reach age 60, 70 percent age 
65, 57 percent age 70 and 39 percent age 
75. 

“We place too much emphasis on 
business graphs and charts,’ Mr. Ben- 
diner declared. “We should sell more 
consideration of the “Chart of Life,” 
rather than the “Graph of Business.” 





Managers Answer Criticism 


Replying to the comments by several 
members of San Francisco C.L.U. chap- 
ter last February, general agents and 
managers in the organization had their 
inning Monday night. 

V. T. Motschenbacher, Sun Life, dis- 
cussed the American agency system, 
which was criticised in several respects 
last February when the general agents 
and managers were not permitted to 
speak. H. K. Cassidy, Pacific Mutual, 
discussed agents compensation and N. 
J. Davis, Guardian Life, agency man- 
agement. T. A. Gallagher, assistant 
manager Prudential—who was an agent 
last February and who severely criti- 
cised some of the methods of manage- 
ment—this time appeared in his new 
capacity but not for debate purposes. 
Mr. Gallagher, who is chairman of the 
business practice committee of the San 
Francisco Life Underwriters Associa- 
tion, told of the activities of counsel- 
lors, abstractors and plans under con- 
sideration for combating their prac- 
tices. His subject was “New Policies 
for Old.” F. J. Van Stralen, Massa- 
chusetts Mutual, was chairman. 





Northwestern National 
Reports on Tests 





(CONTINUED FROM PAGE 3) 


sults of these tests, nor if they prove 
promising will we have found all the 
answers needed to solve our problem of 
inducting and training new men. But 
every big problem is simply the sum 
total of a number of small problems. 
And NwNL has been and will con- 
tinue to attack these problems one by 
one until we begin to see the light as a 
whole on the big problems of the life 
agent. 


Real Progress Is Made 


“Indeed, I feel we have made real 
Progress in our continuous studies in re- 
cent years of the life insurance agent and 
his problem of greater earnings and se- 
curity. At least, we are encouraged to 
believe from our findings thus far that 
there is not the unbridgable gap, here- 
tofore generally accepted among life in- 
surance companies, between our present 
plan of compensation and a compensa- 
tion plan for agents that would give 
them steady earnings and security from 
the day they enter the business and 
throughout their entire career. 
at 1s not news to anyone connected 
with Northwestern National that the 
company has been pursuing those studies. 
However, anything that smacks of being 
a new development in the handling of 
agents is quite likely to be picked up and 
made a matter of common discussion— 
evidence of how important the problem 
1S. So if inquiries come to you, I hope 
you will make it plain that these tests 
We are making with new men do not rep- 
— a fixed new policy of the company 
ut are simply incidental to a broader 
Program of study being carried on by 
the company in connection with the 


President Will Speak 
on “Enterprise Capital” 


Definite Prospecting Plan 
Is Bringing Results 











M. J. CLEARY, Milwaukee 


President M. J. Cleary of the North- 
western Mutual Life will speak at the 
general session of the United States 
Chamber of Commerce annual meeting 
next Wednesday morning at Washing- 
ton, D. C., on “Enterprise Capital.” 








problem of greater earnings and security 
for all our agents.” 





Discusses Ways of 
Deflating Attacks 


(CONTINUED FROM PAGE 3) 





than they deserve, since the readjust- 
ment of dividend scales lags behind drop 
in interest rates, and interest is a rela- 
tively larger component of the endow- 
ment dividend. 

For this reason, the term insurance 
fallacy of “keep your reserve in your 
pocket” becomes even more pronounced 
than in a time of rising or high interest 
rates, when there is more chance to 
earn interest on an outside reserve fund. 

Defending the policy loan interest 
rate, Mr. Howell said that because of 
the small size and large number of 
loans, there is a large expense not only 
in handling the loans themselves but 
that the loans cause indirect expense in 
other departments, especially in the sur- 
render and change divisions, where 
every policy must be checked to see if 
it has a policy loan against it. 


Fail to Appreciate Significance 


The fundamental difficulty, said Mr. 
Howell, is that policyholders fail to ap- 
preciate that mutual life insurance 
means what it does—that if all the hun- 
dreds of millions of dollars of “profits” 
are made, they belong to the policy- 
holders and to no one else. He pointed 
out that income can go only into (1) re- 
serves—either policy reserves or con- 
tingent funds against future losses—(2) 
expenses—including salaries and com- 
mission; (3) returned to policyholders 
in one form or another. 





Illinois Qualification Bill 

Complete revision of the Illinois 
agents and brokers qualification law, 
with elimination of the 90-day “tem- 
porary” licenses, is contemplated in 
H. B. 794, filed in the Illinois legisla- 
ture by Representatives John J. Gor- 
man, and Harry L. Topping of Kan- 
kakee. It was referred to the insurance 
committee. The temporary license, au- 
thorized in the present law under which 
a person can sell insurance for a limited 
period without any proper qualifications, 
has been a privilege much abused. 





Success this year in overcoming the 
rate and option changes reaction seems 
to be depending largely on highly or- 
ganized concrete prospecting campaigns 
with specific objectives. A large agency 
which is doing a good job in this re- 
spect had its agents answer a question- 
naire as to results, which developed in- 
teresting data. 

It was found many of the agents here- 
tofore never have used their friends or 
policyholders to best advantage for pros- 
pecting, and some never had asked them 
for new names. 


Find Direct Mail Helpful 


Another result was to prove conclu- 
sively that direct mail in advance of the 
agent’s call gives a much better chance 
to see the man. It was found 60 per- 
cent of persons to whom mailing pieces 
were sent were interviewed on the first 
call, 45 percent on the second call, 9 
percent on the third call and the balance 
on the fourth call or thereafter. 

Another interesting effect was that 
only 10 percent of all those called on 
who had been sent direct mail refused 
the interview. 

The campaign has been running only 
a month and so far the sales have not 
been large. However, 10 sales have been 
made of the 374 persons called on. The 
agents estimate that one-third are good, 
immediate prospects and many more are 
good prospects, but for somewhat later. 

These agents in 60 percent of the 


lcases interviewed secured the date of 
birth, list of insurance owned and other 
data to disclose life insurance needs. 

Another result tentatively indicated 
that the old, much used survey approach 
is gradually wearing out. It is the policy 
in this agency campaign for the agent 
not to ask for policies to survey, but in 
spite of this some of the prospects 
brought up the question and when the 
agents said they preferred not to take 
the policies, the prospects insisted on 
having the survey done. Many of the 
prospects were surprised when the agent 
did not ask for their policies. They said 
most of the agents who came in to see 
them did so. 


Averaged 40 New Names Monthly 


It was found the average number of 
new names per agent secured in a month 
was 40. 

All but four older, better established 
agents were induced to use the pros- 
pecting campaign. The office did not in- 
sist on its use, but gave a 50 percent 
reduction on cost of the advertising ma- 
terial to those who followed the plan. 

It was said some agents participated 
with good results who probably have 
not done any real prospecting for the 
last five years. 

Provident Life & Accident—The first 
quarter broke all records for premium 
collections. March was also the largest 
single month in the 52-year history of 
the company. 





Prospect with accident and _ health. 
Read The Accident & Health Review. $2 
a year. 175 West Jackson Blvd., Chi- 
cago. 
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swer to the foregoing question, what 
can agency management do to surmount 
the difficulties?” 

Mr. Krueger commented upon pro- 
duction thus far in 1939 compared with 
1938. The big volume written by com- 
panies in November and December, an- 
ticipating changes in policy conditions 
to less favorable returns because of gen- 
eral investment income reductions was 
mentioned, and its bearing upon the gen- 
eral production slump in the early 
months this year. 

Dan W. Flickinger, John Hancock 
general agent Indianapolis, said, “We 
knew we were in trouble in January, but 
we didn’t do much about it.” Then, 
as the situation didn’t right itself, reme- 
dies were sought to correct the slump. 
One method followed was to contact the 
wives of agents to get their cooperation 
for stimulating greater industry on the 
part of husbands. This was only par- 
tially successful. More intensive can- 
vassing was advocated. When the agent 
did not find the prospect in, he was 
urged to make the call count by get- 
ting acquainted with others in the same 
office. Mr. Flickinger stressed meeting 
new people for the sake of future busi- 
ness. Surveys show, he said, that 80 
percent of business written for a com- 
pany was on prospects the agent had 
known at least a year before the appli- 
cation was secured; two-thirds was ob- 
tained from persons with whom the 
agent had some other contact, such as 
church or lodge affiliations, sports, etc. 

“Remember,” he said, “many of the 
people we write in 1940 are those we 
will meet for the first time this year.” 





Tells Field for Programming 


E. L. Smith, Massachusetts Mutual, 
Indianapolis, said it might be claimed 
with some truth that there are as many 
sales plans as there are general agen- 
cies, as individuality enters strongly into 
the subject. “We emphasize program- 
ming,” he said. In the top level of 
prospects are large insurance buyers 
who need estate analysis service, for 
which only a small number of sales- 
men are adequately equipped. “We 
concentrate on the medium amount buy- 
ers,” he said, “stressing family protec- 
tion, education and later income. We 
sell package coordinated policies.” In 
his opinion too elaborate programs are 
attempted in many cases. 

O. D. Pritchard, Union Central, In- 
dianapolis, recognized the importance of 
picking men carefully for an agency staff 
which is like a wall of masonry that can 
be impaired and weakened by a sprin- 
kling of imperfect bricks. ‘‘We look for 
men with a higher education,” he said, 
“and having a better income than the 
average for their age. We will not em- 
ploy a man who does not have life in- 
surance on his. own life commensurate 
with his former income.” Men are 
financed in this agency that they may 
maintain a proper living standard while 
getting established. If this is not pos- 
sible, Mr. Pritchard said, the new agent 
would “have his family on his neck,” 
with the consequent discouraging effect 
on his work. He believes the business 
can well afford to finance carefully se- 
lected new men. 

“If the companies are not willing to 
do this they are providing the termite 
that will undermine our business,” he 
said, “but they must be the right men.” 


“Lone Wolf” Basis Obsolete 


H. E. Storer, Bankers Life of Iowa, 
Indianapolis, said the big job this year 
is to bring more men into the business 
and it is necessary to have some plan 
under which it is possible to go out into 
the field to show how life insurance can 
be sold and to discover and correct mis- 
takes new men will make. “An agency 
won’t operate on the ‘lone wolf’ basis in 
these times,” he said. Because the late 
Knute Rockne, famous Notre Dame 





coach, was able to develop some of his 
best football teams sitting in a wheel 
chair is no reason for the general agent 
to assume he can develop a successful 
producing staff from a swivel chair. 

In summing up the panel discussion, 
Mr. Krueger emphasized the importance 
of looking upon individual agents as hu- 
man beings to be helped on the way 
to success. “Tactful guidance rather 
than management,” he recommended as 
being most effective. Commenting on 
agency production contests, he said it 
was found in his company shorter con- 
tests were better. Care may well be 
taken, too, so to plan award of prizes 
that as many agents may be thus recog- 
nized as possible. 


Discuss Prestige Building 


In the afternoon session, underlying 
thought was that organized prestige- 
building plans furnish one lever which 
will aid in lifting the average producer 
to higher levels and that more intens- 
ive supervision supplies another. Spiller 
Hicks, Provident Mutual Life, Rich- 
mond, Va., said the craving for recog- 
nition and publicity is one of the potent 
common qualities which influence men 
to success. “One of the first ways to 
make an agent good is to keep on mak- 
ing the agent feel he is good,” said Mr. 
Hicks. “It’s a mistake to put on your 
staff a man you don’t like. You've got 
to live with him and play with him. 
After 14 years I know I’m associated 
with the best staff of agents in the 
world. If you’ve got them, too, let them 
know about it. We general agents must 
learn to suppress our ego.” 

The general agent will do well to 
study the individuals on his staff to dis- 
cover unusual qualities or talents and 
then see that these are recognized. He 
showed enlarged photostats of news 
items from Richmond newspapers, re- 
lating to achievements of his staff in 
sports and other activities. This public 
recognition, he said, is helpful in obtain- 
ing interviews. Letters from friendly, 
satisfied policyholders also are valuable. 


Amusing Search for Prospect 


_ He told of an_agent who was active 
in community affairs and attracted the 
attention of a prominent citizen, who 
told Mr. Hicks he would buy $5,000 life 
insurance from the agent if he asked 
him for it. Later Mr. Hicks called in 
the agent and had him make a list of 50 
of the city’s most prominent citizens. 
Then Mr. Hicks said in the list was a 
man who said he would buy $5,000 life 
insurance from the agent. With no fur- 
ther tip the agent sold $65,000 of busi- 
ness on the list, but has not yet come to 
the man for whom he is searching. 

A! young agent with college education 
studied day and night for six months all 





the courses and books he could get on 
selling life insurance, but wrote only 
$6,000 business. Mr. Hicks asked the 
agent to bring all the books to the of. 
fice, took possession of them, and told 
the agent to go to work. In five months 
he sold $73,000, then went on another 
“study spree.” 

Keeping records of prospects, calls, 
business written and a systematic check. 
up by the agent on his own work was 
discussed by J. Budinger, general 
agent Franklin Life, Chicago. He de- 
scribed and showed the system he has 
developed which has been very success- 
ful. The records are kept day by day 
and turned in Monday morning for re- 
view. “While agents generally dislike 
keeping records, all agree some records 
must be kept,” Mr. Budinger said. “The 
problem is to keep the system simple 
and free of non-essentials.” 


Record Analysis Helpful 


With the picture of his operations in 
front of him it is easy for the manager 
to encourage the agent to fill up gaps 
in prospect lists, quota calls, interviews, 
etc. Results are graded and displayed 
on a progress chart in the office. The 
agent’s problems are discussed sym- 
pathetically, home relations, needs of the 
children for medical attention, financial 
difficulties, and so on. He finds it pays 
to work in the field with agents. Weekly 
meetings have been discontinued in fa- 
vor of monthly gatherings of about 2¥ 
hours. Various methods for visualizing 
production are used. 

H. A. Hedges, Equitable Life of 
Iowa, Kansas City, Mo., wound up the 
afternoon session. “I haven’t got a mil- 
lion-dollar producer in my staff,” he ad- 
mitted. “If I had, I wouldn’t know how 
to handle him. In fact, I’d be afraid 
he’d take the agency away from me. 
If I’ve got a hundred thousand producer, 
I’d better handle him pretty carefully,” 
he continued. “He means a certain 
amount of income to the agency. 

People are doing the things they want 
to do. They spend money on theaters 
because they want to and they buy life 
insurance only after they have been 
made to want it. The successful agent 
is doing what he wants to do. 

“T’m a want maker,” said Mr. Hedges. 
“The average man may be willing to 
punch a time clock and work in fixed 


hours. The agent works on his own 
time.” Mr. Hedges induces his men 
to make “dream pictures” of their am- 


bitions, such as a home in a better sec- 
tion of the city, a fine automobile, etc. 
This “castle building’ is encouraged, 
then the men are helped to attain their 
ideal. He cited instances in which such 
dreams have been realized in a short 
time. 

Love for family is the greatest moti- 





The reason is: 


Expansion Program includes: 





Total issued business for 1939 to April 15 


57% AHEAD 


of same period last year. 


NEW POLICY CONTRACTS 
NEW RATE BOOK AND DIVIDEND ILLUSTRATIONS 
NEW GENERAL AGENCY CONTRACT 
with 
Office Allowance 
New Financing Plan for Agents 
Bonus and Over-Writing on New Organization 
Unusual Renewals 
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yvating factor for success in this busi- 
ness, and next come pride, Mr. Hedges 
said, After a man has built a dream 
picture of what he wants and then fails 
to show interest enough to work for it, 
Mr. Hedges thinks this is sufficient rea- 
son for parting with the agents. 

J. A. Giffin, assistant manager of 
agencies Phoenix Mutual, was banquet 
speaker on “Under Current Conditions, 
What Philosophy of Management 
Should Be Adopted?” Any agency 
training methods may be used by a man 
whom agents like, he said, while the best 
methods are apt to be ineffective if un- 
dertaken by one who is not liked. The 
personality of the manager and his atti- 
tude toward the men is a more impor- 
tant factor in success than the technique 
of the plan followed. 


Urges Broad Service Policy 


Mr. Giffin favored broad public serv- 
ice in agency matters. Rapid economic 
changes are setting up difficult problems 
in salesmanship. Agency managers have 
been stressing adequate training for the 
last decade and facilities have been pro- 
vided through companies’ correspond- 
ence and home office courses, colleges 
and other agencies. He believes that 
federal emphasis on social security will 
make the public more insurance con- 
scious. 

The convention was sponsored by the 
Indianapolis General Agents & Man- 
agers Association. Ross M. Halgren, 
State Mutual, association president, pre- 
sided. Success of the gathering led 
many to urge similar conferences be held 
in future. 





Minnesota Meeting June 15 

The annual meeting of the Minnesota 
Life Underwriters Association will be 
held in Minneapolis June 15. On that 


day Holgar Johnson, national president, 
will pay an official visit to the Twin 
Cities and will be guest at a luncheon 
following the annual meeting of the state 
association. 
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LEGISLATION 


Seeks Insurance Exemption 


HARRISBURG, PA.—Two bills ex- 
empting proceeds of life insurance from 
provisions of Pennsylvania’s personal 
property tax and intangible personal 
property tax have been introduced in the 
legislature by Assemblyman Woodside. 

A bill introduced by Representative 
Rosenfeld would prohibit persons not 
licensed as insurance brokers, agents or 
solicitors to give advice or information 
or counsel for fee to others on matters 
pertaining to contracts of insurance, 
policy forms, coverage or rates, or to 
make recommendations with reference 
to insurance carriers. The restriction 
would not apply to any attorney acting 
in behalf of his client nor to any cer- 
tified public accountant rendering pro- 
fessional service to a client in connec- 
tion with financial facts. 


Michigan Adjournment Sought 


LANSING, MICH.—The senate’s 
passage of a resolution fixing final ad- 
journment for May 11 appears likely to 
kill much of the proposed legislation per- 
taining to insurance. Few observers be- 
lieve actual adjournment will be as early 
as the date fixed in the resolution but 
the session should end by June 1. Most 
of the remaining time will be devoted to 
major issues which do not include any 
insurance bills. 

The bill, legalizing the so-called “avia- 
tion rider” for life policies in this state, 
has been approved by both houses. 








Connecticut—At the scheduled hear- 
ing before the Connecticut legislative 
committee on the bill to incorporate the 
Connecticut Savings Bank Life Insur- 
ance League as a non-profit corporation, 


.no one appeared either for or against. 


The bill was passed over. It was in- 
troduced by C. W. Palomba, one of the 
principal advocates of savings bank life 
insurance. 

Colorado—Governor Carr has signed 
the bill exempting commissioned agents 
of life companies from the provisions of 
the state unemployment insurance law. 





Stewart on Texas Tour 


H. J. Stewart, vice-president and gen- 
eral manager of the West Coast Life. 
who has been making a tour of Texas, 
accompanied by J. P. Robinson, Dallas, 
inspector of agencies, was honored with 
a luncheon at San Antonio, attended by 
25 members of the southwest Texas 
agency force. 


G. F. B. Smith to Speak May 2 

On May 2, G. F. B. Smith, assistant 
superintendent of agencies Connecticut 
Mutual, will talk to the brokers seminar 
of the Zimmerman agency, Chicago, on 
trusts. Graduates of former seminars 
and members of the full time agency or- 
ganization will be present. Mr. Smith 
will touch upon the relationship of trusts 
to the increase of life insurance in force 
and income settlements over the past 15 
years. All brokers are invited to attend. 





Oertel, Ferguson Speak at Detroit 

E. P. Oertel, assistant vice-president, 
and E. H. Ferguson, assistant secretary 
Great Northern Life, spoke at the semi- 
annual sales meeting for Michigan held 
in Detroit. Mr. Oertel spoke on “Modern 
Merchandising Trends,” and Mr. Fergu- 
son spoke on “Commercial Accident and 
Health, Streamlined Selling.” 

Presiding was R. J. Long, state agent, 
under whose supervision the sales meet- 
ing was arranged. 





Harry Hawkins, general agent for 
northern Wisconsin with headquarters 
at Land O’Lakes, was a visitor at the 
home office of Great Northern Life. He 
was on his way back from Florida 
where he goes every year to spend the 
months of January through April. Mr. 
Hawkins has represented Great North- 
ern Life for more than 20 years. 
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Over $9,700 - - 


was made in 1938 by one of our west 
coast general agents on quality business totaling less than 
$250,000 net paid for his agency. His average yearly income 
has been over $8,000 for the three full calendar years under 
our new contract. Bonuses paid him for persistency and increase 
of insurance in force totaled over $1,500 for 1937 and 1938. He 
is happy; and free from the worry and pressure of a large 
agency. He is independent because his personal production 
accounts for over 75 per cent of agency volume. 
General agency openings available in California, Oregon, 
Washington, Idaho, Montana and Utah. Write for copy of 


financial statement. 


WESTERN LIFE 


INSURANCE COMPANY 


Since 1910 


Assets — $14,453,761 
Surplus — $2,300,000 


MONTANA 


LEE CANNON 
Agency Vice President 


HELENA 


R. B. RICHARDSON 
President 


AMERICAN NATIONAL 
INSURANCE COMPANY 


W. L. MOODY, Ill 
Executive Vice-President 








W. L. MOODY, JR. 
President 


GALVESTON, TEXAS 


Vv 


GROWTH OF COMPANY 


THIRTY-FOURTH ANNUAL STATEMENT, DECEMBER 31, 1938 


GROSS INCOME $ 21,064,262.25 


Increase over previous year, $1,579,237.17 


PREMIUM INCOME 


Increase over previous year, $1,189,784.20 


ASSETS 


Increase over previous year, $7,251,122.00 


INSURANCE IN FORCE 


Increase over previous year, $32,564,307.00 


PAID TO POLICYHOLDERS 
SINCE ORGANIZATION 


17,463,665.02 


74,672,002.62 


704, 193,732.00 


90,703 ,492.44 


Industrial and Ordinary 


Operating from Coast to Coast, from the Great Lakes 
to the Gulf, in Cuba, Puerto Rico and Hawaii 


Friendly + Progressive - Strong 
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Arthur Hall-A Business Philosopher 


Some of the finest business philosophy 
and especially that pertaining to life in- 
surance operations and the administration 
of a company with which we have come 
in contact in recent days was divulged by 
ARTHUR F, HALL, chairman of the board 
of the Linco-n NATIONAL Lire at its re- 
cent conference of general agents in Chi- 
cago. We sincerely suggest to our read- 
ers that they take up our issue of April 
21, start on the front page and read the 
reporter’s story on the LincoLn NATIONAL 
conference and especially that part in 
which Mr. HAL participated. 

He has been peculiarly successful in ad- 
ministrative work. He has built up an or- 
ganization of worth while men. He reached 
the time when he desired to lay aside 


some of the responsibilities and further- 
more did not want any doubt to exist in 
anyone’s mind as to who would be presi- 
dent. Therefore he stepped aside and the 
natural successor came forth in A. J. 
McANDLESS, 

The Lrncotn NATIONAL has been any- 
thing but a one-man company. Mr. Hatt 
has attempted to elicit from his associates 
suggestions, criticism, ideas. His obser- 
vations on this occasion might well be 
pondered over by any executive. If any- 
one has read the article we suggest a re- 
reading and a thorough digestion of the 
points that Mr. Hau brought out. They 
are worth while. They are human, intelli- 
gent, forceful. They make the back- 
ground of a successful career. 


Growing Up in an Office 


Executives realize that there is much 
advantage in making promotions to have 
a person identified with the company 
for some time so that he has properly 
oriented himself, becomes acquainted 
with the policy of the institution, knows 
something of the personnel, the ambition 
and the attitude of the management 
toward insurance and the special com- 
pany in question. 

Supervising executives more and more 
are realizing the value of getting likely 
young men started with a company, pay- 
ing them sufficient sums to keep them 
interested and not be allured to other 


pastures. There is immense value in 
having someone reared and schooled in 
the institution itself take a higher posi- 
tion. Very frequently executives do not 
appreciate the growth of the men that 
they have brought into the organization. 
Many of these young men to them are 
about on the same grade as they were 
a few years back. Man power is im- 
mensely valuable to any institution. 
Every company and office should have 
someone who takes a personal and keen 
interest in building up personnel of a 
proper type that will develop and grow 
with the institution. 


What Is the Women’s Record 


THE NATIONAL UNDERWRITER has been 
asked for the women’s record for the 
greatest number of applications written 
in one month. So far as can be ascer- 
tained this is a record that has not been 
publicized and hence THE NATIONAL 


UNDERWRITER solicits women producers 
who at some time have written an espe- 
cially large number of applications in 
any one month, to come forward and 
assert their claims to the record in this 
respect. 


Have Problems Peculiar to Themselves 


THE smaller and medium sized life com- 
panies have problems and questions of 
moment before them that do not apply to 
as great an extent to the larger compa- 
nies. There are certain issues that are 
mutual. They belong to companies re- 
gardless of age, size or complexion. Yet 
certainly these smaller and medium sized 
companies have peculiar problems that 
they must solve which do not pertain to 
any great extent to the operation of the 
larger companies. 

A few years ago at one of the meetings 
of the AssocraTION oF Lire AGENcy OF- 


FICERS in Chicago, Vice-president H. H. 
ARMSTRONG of the TRAVELERS in a talk 
was explaining its system of selectivity so 
far as new men were concerned. He gave 
in some detail the course that was pur- 
sued resulting in a number of those that 
might have been recruited being ex- 
cluded for not coming up to the re- 
quired standing. WALTER E. Wess, who 
at that time was executive vice-president 
of the old Nationa Lirz, U. S. A., fol- 
lowed Mr. ArMstTRONG, and in a rather 
facetious manner said, “I wonder if it is 
possible for me to get the names and ad- 


dresses of the men that the TRAVELERS 
excluded?” While this was offered more 
as a jest it has a serious note in it. The 
TRAVELERS is able to do things that com- 
panies of lesser size cannot because of its 
age and size. 

Recently there have been discussions of 
groups where only the smaller and me- 
dium sized companies participated. In 
Indianapolis there was called in a rather 
informal way a meeting of agency officers 
of moderate size, middle western compa- 
nies, some 32 being represented by 64 
people who discussed features of agency 
management that related very distinctly 


to this class. 
were free and frank in their discussions 
and out of the meeting undoubtedly there 
came many points that were practical 
and helpful. 

At one of the recent meetings of the 
Cuicaco AcTUARIAL SOCIETY there was 
discussed the mortality rate of the 
smaller companies. It is well that those 
that are interested in a particular and pe. 
culiar procedure should get together. At 
some of the larger conventions there are 
valuable pointers given but they apply 
only to companies of great momentum and 
size. 








PERSONAL SIDE OF THE BUSINESS — 





J. H. Hawkins of the Theodore 
Hundley agency of the Pacific Mutual 
Life at Huntington, W. Va., started 
April 1 to win a bet from General 
Agent Hundley of a trip to the home 
office and part of the price of a car to 
drive there. To win it he must write 
365 applications before April 1, 1940, 
and must place $1,000,000 of business 
in doing so. 

Vice President George E. Bulkley of 
the Connecticut General Life, was a 
visitor to Los Angeles, conferring with 
General Agent Walter I. Gastil. 


A farewell dinner is being given in 
Newark, April 28, for William A. 
White, who is retiring as general agent 
of John Hancock Mutual Life. He has 
been with the John Hancock a little 
more than 36 years and has been in in- 
surance work 54 years. 


Vice-president C. O. Fischer of the 
Massachusetts Mutual has been elected 
president of the Springfield, Mass., 
chamber of commerce. He has been a 
director two years and a second vice- 
president for a year. 


Perez F. Huff, resident vice-president 
Bankers National Life, Los Angeles, 
who recently sustained a fracture of the 
shoulder, now is recuperating at Muri- 
etta Hot Springs, and is making a sat- 
isfactory recovery. 


J. Chambers Bristow, Richmond, Va., 
general agent Home Life of New York, 
was married to Miss Eliza Kelly Stick- 
ley of Rose Hill, Va. 


Dr. and Mrs. James H. Pearce, asso- 
ciate general agents in the Peoria, II1., 
office of Connecticut Mutual Life, were 
honored guests at an agency luncheon 
which marked their 20th year with the 
agency. C. T. Wardwell, Connecticut 
Mutual general agent in Peoria since 
1932, presided. Dr. and Mrs. Pearce 
also received a 20-year service plaque, 
personal letters from President Loomis 
and Vice-president Larkin, together 
with flowers, telegrams and other con- 
gratulatory messages. President of the 
Peoria Association of Life Underwrit- 
ers 1936-37, Dr. Pearce practiced den- 
tistry until 1917. An accident caused 
complete blindness by 1919. Then with 
his wife, he joined the Connecticut Mu- 
tual. Dr. Pearce enjoys playing 
bridge by Braille, and through the me- 
dium of radio he is keenly alert to world 
and national affairs. In 1938, he and his 





wife presented the Peoria Connecticut 


Mutual agency with “Dr. Pearce 
Plaque,’ awarded monthly to the agent 
turning in the best volume of paid busi- 
ness. 


Dr. C. E. Schilling, vice-president and 
medical director Ohio State Life, has 
just returned from a trip to Guatemala 
in company with Mrs. Schilling. He 
was introduced into the mysteries of 
voodoo, but in spite of it became 
tangled up with the traffic laws in Gua- 
temala and was unable to work his way 
out of the dilemma. Dr. Schilling was 
about 300 miles inland, in the village of 
Chichicastenango. He _ directed his 
plodding burro to the postoffice to mail 
a postcard to home office friends, when 
a native “put the finger on him” for 
riding on the left side of the street. 
Then a member of the constabulary 
handed him a ticket for traffic violation. 
In spite of all the incantations he 
learned while being initiated into the 
mysteries of voodooism, he was com- 
pelled to pay out good sound money 
for his traffic violation. 


” 


Officers and directors of the Excelsior 
Life of Toronto entertained the staff and 
field force of the London, Ont., district 
in honor of Manager H. ‘A. Urquhart’s 
15th anniversary. Mr. Urquhart, who 
has written an “app” a week for 15 
years, is a past president of the Life 
Underwriters Association of London 
and the Life Managers Bureau. 


A recurrence of an attack of rheuma- 
tic fever has sent Arthur Nordstrom, 
Minnesota deputy commissioner, to 
Northern Pacific hospital, St. Paul, for an 
indefinite period. 


W. J. Graham, vice-president of Eq- 
uitable Society, has been elected presi- 
dent of the New York Southern Society. 
In his early years Mr. Graham served 
as consulting actuary for Kentucky and 
Tennessee at times. He was the young- 
est member of the Actuarial Society 
and the first man from the south to 
become a member by examination. 


Louie Throgmorton of Shreveport, 
La., assistant general agent Aetna Life, 
addressed the annual Southwestern 
Sales Managers Conference in Tulsa on 
“Finding the Man.” 


Donning caps and gowns, Vice-Presi- 
dent W. W. Jaeger, Associate Counsel 
R. F. Johnson, and W. K. Niemann, Des 
Moines agency manager Bankers Life of 
Iowa, represented their alma maters at 





the inauguration of J. O. Gross as presi- 
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In Combination with The National Underwriter 
Under Act, March 3, 1879. 


The men exchanged views, 
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dent of Simpson College in Indianola, 
Ia, They represented, respectively, Lake 
Forest College, Georgetown University 
and the University of Michigan. 

H. R. Buckman, director of the estate 
service division Old Line Life of Amer- 
ica, spoke on “The Selling Process” at 
the dinner meeting of the Women’s Ad- 
yertising Club of Milwaukee. 

John M. Sisk, supervisor in Milwaukee 
of the Bankers Life of Iowa, has been 
named to the board of governors of the 
Marquette University Alumni Associa- 
tion: He graduated in 1933 after earning 
all-American recognition in football at 
Marquette, and later was a star on the 
Chicago Bear professional football team. 

Laflin Jones, agency assistant North- 
western Mutual, Milwaukee, and author 
of life insurance plays, was married to 
Miss Marjorie Ogden, also of Milwau- 
kee. Mr. Jones is a son of the late Evan 
Jones, one time secretary of the North- 
western Mutual. 


Expect Large Missouri Attendance 


KANSAS CITY—tThe largest gath- 
ering of life insurance agents in the 
history of Missouri is expected at the 
Elms Hotel, Excelsior Springs, May 
5-6, when the Missouri Association of 
Life Underwriters holds its annual con- 
vention and election, and the Kansas 
City and St. Joseph associations present 
an all-day sales congress. 


DEATHS 


H. E. Sorensen, for 15 years one of 
the Beneficial Life’s largest producers, 
died at Repburg, Ida. 

G. T. Baker, Toronto manager Eq- 
uitable Life of Canada, died in the 
Western Hospital there, being ill for a 
short time. He was with the Metro- 
politan Life for 20 years previous to 
opening the Toronto branch for the 
Equitable. He was a native of Cred- 
iton, Ont. 


Midland Mutual Life 
Official Dies Suddenly 























J. CHARLES RIETZ 


J. Charles Rietz, 55, vice-president and 
actuary of Midland Mutual Life, Colum- 
bus, O., died suddenly of a heart ailment 
at his home in Columbus. He has been 
Confined to his bed since Feb. 1. : 

Mr. Rietz went with the Midland Mu- 
tual as actuary from the State Life of 
Indiana July 16, 1917. He was elected 
Vice-president and actuary in 1933. He 
was a fellow of the American Institute 
ot Actuaries since 1916. 

Mr. Rietz is survived by his wife, and 
two sons, H. Lewis, who is in the ac- 
tuarial department of Metropolitan Life 
in New York, and George Rietz, 
at home. H. L. Rietz, a brother, con- 


ducts the actuarial course at the Univer- 
sity of Iowa. 





Retired Executive of 
New England Mutual Dies 








F. T. PARTRIDGE 


F. T. Partridge, 72, retired vice-presi- 
dent of the New England Mutual Life, 
died at his home in Brookline, Mass., 
after 55 years service with the com- 
pany. He joined the New England 
Mutual as a messenger boy in 1884 and 
soon took a clerical position in the 
agency department. In 1908 he was 
made assistant superintendent of agen- 
cies, and, in 1914, assistant secretary; 
in 1919, assistant to the president, and 
in 1922 was elected secretary. In 1930, 
retaining his position, as secretary, he 
was promoted to vice-president. When 
Mr. Partridge completed 50 years with 
the company May 12, 1934, he received 
from his friends in the General Agents 
Association a magnificent silver service, 
carrying on the salver the facsimile sig- 
natures of all general agents. In 1936 
he relinquished his secretarial duties and 
retired from the company in 1937 on 
account of ill health. A son, R. W. 
Partridge, is head of the Partridge gen- 
eral agency of the New England Mu- 
tual in Boston. 





Prudential’s Ordinary Men 
Write 27°, of Total 


The ordinary agencies of the Pru- 
dential accounted for 27 percent of the 
company’s entire ordinary production in 
1938, an improvement over the year be- 
fore, said Vice-President George H. 
Chace, at the Prudential’s annual con- 
ference at the home office in Newark. 
The ordinary agencies made 36 percent 
of the ordinary net increase and ac- 
counted for three-quarters of the group 
production and one-third of the whole- 
sale production. The total in force of 
the ordinary agencies for ordinary, 
group and wholesale amounted to more 
than $3,000,000,000 at the end of last 
year. 

In stressing the value of national ad- 
vertising, Mr. Chace said that the adver- 
tising sells the company, so that the 
agent can restrict his sales efforts to life 
insurance. The sales possibilities of 
group insurance were emphasized by Mr. 
Chace, who said that both employers 
and employes are conscious of the value 
of group protection. 

The value of the advisory work of the 
law department was outlined by Charles 
B. Bradley, general counsel. The Pru- 
dential has established a separate sec- 
tion in its law department known as the 
“policy section,” which will answer the 
many questions arising in regard to the 
rights of policyholders, beneficiaries and 
third parties, such as assignees, trustees 
in bankruptcy, etc. 








FOR THE LADIES 


Women are important buyers of life 
insurance. To assist its sales represent- 
atives in this field, The Connecticut 
Mutual has added a new booklet, 
Financial Freedom”, to its literature 
on this subject. 


This new booklet gives complete and 
interesting information on why women 
are using life insurance in helping 
them and their families gain ‘‘financial 
freedom.” 


This booklet is for the young woman, 
the middle-aged woman, the single 
woman, and the married woman. And, 
it is for the use of the man or woman 
agent. 


Another Connecticut Mutual 
booklet “designed to help the 
salesman sell.” 
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NEWS OF THE COMPANIES 





Northwestern Gains 


in First Quarter 


MILWAUKEE—Northwestern Mu- 
tual Life at the end of the first 1939 
quarter had total insurance in force of 
$3,905,183,776 represented by 1,048,428 
policies. The gain over a year previous 
was $33,942,269 and 14,478 policies. As 
of March 31, total assets reached $1,- 


247,307,128 and showed an increase of 
$54,854,748. President M. J. Cleary re- 
ported that new business in the first 


quarter amounted to $57,829,277 on 16,- 
064 policies, exclusive of revivals, addi- 
tions and life annuities, which was 2.6 
percent under a year before and _fol- 
lowed a 64 percent increase registered 
during December. 


Figures for Three Months 


Figures on operations during the first 
three months showed total income of 
$54,209,205, which included $32,868,755 
premium income, and $13,536,846 inter- 
est and rents. Disbursements totaled 
$38,928,711, which included taxes paid 
$1,903,334; death claims $11,689,329, and 
dividends $8,306,497. Total of all pay- 
ments to policyholders and beneficiaries 
amounted to $28,342,498, exclusive of 
$3,954,281 paid under installment and 
option settlements. Income exceeded 
disbursements by $15,280,494. 

The financial statement of the North- 
western Mutual Life as of March 31, 
showed total assets of $1,247,307,128, 
which includes cash of $14,996,800. 
Mortgage loans of $309,199,719 con- 
sisted of $227,926,931 city loans and 
$81,272,788 farm mortgages. The ad- 
mitted asset value of bonds owned by 
the company amounted to $660,264,260. 
Other items included policy loans in 
amount of $165,174,172, which continued 





to drop and showed a decline of $10,- 
437,312 from a year before. 





Report on Examination of 
Old Republic Credit Life 


Assets of Old Republic Credit Life 
of Chicago as of Dec. 31, 1938 were 
$778,794, capital $200,000 and net sur- 
plus $102,035, according to a report of 
an examination conducted by Illinois, 
Pennsylvania and Texas. The cash po- 
sition, the examiners assert, is ample for 
current operating requirements and sur- 
plus funds are invested in liquid securi- 
ties. The treatment of policyholders 
has been fair and equitable and all just 
claims are settled promptly and im ac- 
cordance with policy provisions, the re- 
port states. 

In 1934 the receiver of State Life 
of Illinois reinsured the business of that 
company in Old Republic. This is prac- 
tically a management contract whereby 
the assets of the former State Life are 
held in a separate fund and are admin- 
istered by Old Republic as trustee. The 
business of State Life has shown heavy 
terminations and the equities in the 
policies in force from which the liens 
were originally calculated have been 
practically absorbed. The capital and 
surplus of Old Republic are in no way 
affected by any adjustment in the assets 
of the State Life fund. 

The Seog operating officers are 
N. A. Nelson, Jr., secretary-treasurer 
and general manager and J. H. Jarrell, 
vice-president. 


Pursues Credit Plan 


Old Republic confines its business to 
insurance on the lives of borrowers 
from banks and industrial loan agencies. 
This is known as the credit plan. The 
insurance equals the face of the loan at 
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ASSETS INCREASED 


Office cooperation, 


EDWARD B. RAUB, 


President 





BUILDING CONSERVATIVELY 
SERVING EFFECTIVELY 


THIRTY-FOURTH ANNUAL STATEMENT OF IN- 
DIANAPOLIS LIFE INSURANCE COMPANY shows 
as another year of marked advancement for the Company. 
INSURANCE IN FORCE INCREASED 

OVER $2,000,000.00 


Making TOTAL INSURANCE IN FORCE 
$108,105,607.00 


Making TOTAL ASSETS.. 
SINCE DECEMBER 31, 1929 
ASSETS HAVE INCREASED 111.3% 
SURPLUS HAS INCREASED 111.2% 


The percentage increase in assets is double the splendid aver- 
age percentage increase for all companies. 
crease is four times the average for companies as a whole. 


With a complete kit of policy contracts, including Juvenile 
from birth to age 10, modern sales plans, and helpful Home 
Indianapolis Life men are equipped to 
build profitably and permanently. 


Opportunities for Quality Underwriters in 
Indiana, Texas, Illinois, Ohio, Michigan, 
Minnesota, Iowa and California. 


Indianapolis Life Insurance Company 


A Legal Reserve, Mutual Company 
Indianapolis, Indiana 
A. H. 


1938 


Beirsuietie eee $ 1,687,406.57 
22,094,811.82 


The surplus in- 


KAHLER, Second Vice-President 
Supt. of Agencies 

















inception and usually reduces monthly 
as the loans are repaid. The premium 
is 1 percent of the amount of insurance 
originally issued. Since the enactment 
of the Illinois insurance code individual 
contracts have been issued for each risk 
assumed. The credit plan is written 
through banks and loan companies and 
there are about 300 of such institutions 
engaged in the solicitation of business. 
Commissions range from 35 to 45 per- 
cent depending upon the volume of 
business produced. 

Total premium income in 1938 was 
$384,019 and total income $429,695. 
Total paid policyholders was $147,115 
and total disbursements $390,965. In- 
surance in force as at Dec. 31, 1938, 
was $32,109,682 consisting of 168,211 
policies. The State Life fund had total 
income of $13,609, total paid policy- 
holders was $3,230, total disbursements 
$18,921. The assets were $107,790 and 
insurance in force $639,625. 

In 1938 the ratio of renewal com- 
missions to renewal premiums was 2.71; 
ratio of first year commissions to new 
premiums 40.13, administrative expense 
per $1,000 of mean amount of insur- 
ance in force $2.09, mortality ratio 78.3. 





Report on Rockford Life 


Rockford Life of Rockford, Ill, as 
of June 30, 1938 was credited with as- 
sets of $3,089,371, capital of $200,000 
and net surplus of $85,803 in the report 
of an examination conducted by Illinois 
and Indiana. Earnings from all invested 
assets with the exception of real estate 


have been favorable, the examiners 
state. The return from mortgages has 
increased since available funds have 


been invested principally in FHA loans. 
The treatment of policyholders has been 
fair and equitable and just claims are 
settled promptly and in accordance with 
the policy contracts. 

Rockford Life commenced business 
in 1910. F. L. Brown, president, and 
Roy Hanson, secretary and treasurer, 
are the principal officers. For the first 
six months of 1938, total income was 
$287,204 and disbursements $201,104. 
Policy reserves were $2,753,531. Insur- 
ance written was $1,013,072 and insur- 
ance in force $14,366,747. 

The ratio of first year commissions 
to new premiums. for the six months 
was 70.5, ratio of renewal commissions 
to renewal premiums 2.7, administrative 
expense per $1,000 of mean amount of 
insurance in force $3.16. 

Of the assets real estate accounts for 
31.54 percent; mortgages 35.82 percent; 
policy loans 17.21; bonds 7.72, stocks 
5.15. The home office building is en- 
tered at $60,000. It is being marked 
down at the rate of $5,000 a year. The 
rate of return on mortgages for the six 


months was 5.2, real estate .84, bonds 
3.21. 





Union Labor Increases Dividend 


C. M. Baker, president International 
Typographical Union, and Leo J. Buck- 
ley, president Electrotypers & Stereo- 
typers Union, have been elected direc- 
tors of Union Labor Life. The dividend 
to stockholders for 1939 has been set 
at 5 percent or $1.25 a share. The rate 
was 3 percent for 1937 and 1938. 





Companies of Same Name Merged 


Federal Mutual Life of Delaware and 
Federal Mutual Life of Jacksonville, 
Fla., have recently consolidated. Of- 
fices are located in Graham building, 
Jacksonville. The company was organ- 
ized by J. L. Schlosser, the president, 
in 1934, first under a Delaware charter 
and in 1936 under Florida charter. P. 
A. Weithoner, Jacksonville, is secretary. 





MacArthur Controls New Company 


Alfred MacArthur, president of Cen- 
tral Life of Illinois, has procured the 
operating control of Employees Mutual 
Health of Rock Island, Ill. The com- 
pany is being maintained as a_ separate 
entity and is being operated from the 
home office of Central Life in Chicago. 





W. E. Wolfe, who was in charge of Em- 


——— oy 


ployees Mutual, is now connected With 
Central Life at Chicago. Central Life 
does not write accident and health jp. 
surance and Mr. MacArthur’s organiza. 
tion is now getting into the accident and 
health business in a modest way through 
the instrumentality of Employees My. 
tual Health. Employees Mutual Health 
has been writing only about $6,000 , 
year in premiums. 

Mr. MacArthur is also starting to ep. 
gage in the fire insurance business with 
Traders Mutual Fire. 


COMPANY MEN 


Bruce with Colonial Life 


James G. Bruce has been appointed 
assistant actuary of Colonial Life, suc. 
ceeding G. E. Ault, who has become 
actuary of Church Life. Mr. Bruce was 
assistant mathematician for Prudential 
from 1930 until he went with Colonial, 
He was also a member of the research 
section for two years and has had valu- 
able experience with special problems 
in connection with all phases of the 
Prudential’s business. 














Assistant to General Manager 


Cyril H. Eicher has been named as- 
sistant to Albert Neuenschwander, gen- 
eral manager of the new Brotherhood 
Mutual Life of Fort Wayne, Ind. He 
has been with the Kroger company in 
Fort Wayne. 


New Life & Casualty Officials 


NASHVILLE, TENN.—The Life & 
Casualty has named E. R. Derryberry, 
controller since 1930, as secretary and 











Production Manager of 
Southern Life of Georgia 








GRADY E. SIMPSON 


Grady E. Simpson, for the past seven 
years with the Protective Life of Birm- 
ingham, has resigned as manager of its 
salary savings department to join the 
Southern Life of Georgia as production 
manager, working out of the home 
office in Atlanta 

Before entering life insurance about 
15 years ago, Mr. Simpson was in the 
banking business in Alabama. While 
vice-president of an Alabama bank he 
developed an insurance department in 
his bank and became especially inter- 
ested in life insurance, which he decided 
to make his life’s work. He represented 
the American Central prior to his asso- 
ciation with the Protective. He has 
been personal producer, supervisor, gen- 
eral agent, manager and home office 
official and is well known throughout 
the southeastern territory. 
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George S. Parrish, assistant controller 
since 1928, as treasurer. They succeed 
H. B. Folk, former secretary-treasurer, 
who died April 19. 





New Home Friendly Medical Head 

Dr. M. Theodore Boss has been named 
medical director of the Home Friendly 
of Baltimore. 





H. C. E. Johnson Vice-President 


H. Clay Evans Johnson, assistant 
manager of agencies of the Interstate 
Life & Accident of Chattanooga, has 
been named a vice-president. He is a 
son of Dr. Joseph W. Johnson, president 
of the company. 





Pennsylvania Insurance Day 
Plans Are Being Formulated 


PITTSBURGH. — “Pennsylvania In- 
surance Days,” the annual convention of 
the Insurance Federation of Pennsyl- 
vania, will open with a luncheon on 
May 16, sponsored by the Insurance 
Club of Pittsburgh. Governor James of 
Pennsylvania will speak. 

Nationally known speakers will speak 
at group luncheon sessions on May 17. 
The banquet will be that night. A 
smoker will be held May 16 and the 
program will close with a dance follow- 
ing the banquet. 

Charles H. Bokman, New Amsterdam 
Casualty, is general chairman, and 
Charles F. Flaherty, Tener-Lowry 
Company, is assistant general chairman. 

Group luncheon chairmen are: 

Life) Edward M. Aiken, executive 
secretary Pittsburgh Life Underwriters 
Association, and fraternal, Francis Tap- 
tich. 


Life Counsel Annual Meeting 


The annual meeting of the Associa- 
tion of Life Insurance Counsel is to be 
held in Hot Springs, Ark., June 3-4. 











@ Desire for security is a 
fundamental human ambition. Old 
age pensions and unemployment 
insurance prove one thing: that 
people today want more and still 
more social security. Cash in on 
the social security appeal. Be 
ready to offer your prospects 
General Mutual's new, low-cost 
Social Security contract. A favor- 
ite business builder with agents 
throughout America. 


Sell General Mutual’s 


SOCIAL 
SECURITY 
CONTRACT 


WRITE FOR FULL DETAILS 


THE GENERAL MUTUAL 
LIFE INSURANCE CO. 


VAN WERT, OHIO e C.M. Purmort, Pres. 











LIFE AGENCY CHANGES 





Hartigan Appointed 
Chicago Manager 


The Central Life of Illinois appointed 
Raymond J. Hartigan manager of its 
home office 
agency. He will 
be located in the 
home office build- 
ing in Chicago. 

Mr. Hartigan 
spent most of his 
insurance life 
with the Conti- 
nental companies 
of Chicago, start- 
ing as a_ broker, 





later aS a man- 
ager, and lastly 
as a supervisor 


out of the home R. J. Hartigan 


office. He has good training experience 
extending over a period of 17 years, 
and also has been a successful personal 
producer. 

He started in general insurance work 
at Chicago in 1923, entering life in- 
surance work in 1927. He had charge 
of the Continental Assurance Chicago 
branch life department for a time, then 
became home office supervisor. In 1934 
he resigned, becoming Chicago manager 
Girard Life. More recently he has been 
a_ broker. 


Clinton Goes to Omaha as 
Assistant General Agent 


C. E. Clinton, supervisor of the R. S. 
Edwards general agency, Aetna Life, 
Chicago, has been promoted to assist- 
ant general agent at Omaha, associated 
with General Agent H. E. Sorenson. 
Mr. Sorenson has been in charge there 
for many years. Mr. Clinton formerly 
for some time was an inspector of the 
Retail Credit Company at Chicago. He 
has been connected with the Aetna Life 
there for 12 years, of which for the last 
five years he has been supervisor in 
charge of a unit which he built from 
scratch to $1,500,000 average annual 
production. Mr. Clinton started as an 
agent under S. T. Whatley, now agency 
vice-president Aetna Life. He was in 
charge of Illinois territory outside Chi- 





Gets Promotion 








E. P. HORNE, Houston, Tex. 


E. P. Horne, who becomes home office 
manager of the Great Southern Life at 
Houston, has been assistant. He has 
been connected with the company since 
1925. There are 30 full-time agents as- 
sociated with the home office agency 
writing about $7,000,000 a year. 





cago in 1933-34. He is secretary-treas- 
urer of the Supervisors Club, Chicago, 
and past board member Chicago Asso- 
ciation of Life Underwriters. Mr. Clin- 
ton is a graduate of Knox College, and 
passed all sections of the C.L.U. ex- 
aminations in one year. 





Equitable Society Appoints 
Three Men in Field 


Several appointments have been made 
in the field by the Equitable Society. 
Charles J. Huston becomes assistant 
agency manager in the H. A. Sloan 
agency at Chicago, where he has been 
agent. John W. Nelson becomes dis- 
trict manager at Eugene, Ore., con- 
nected with the T. H. Groves agency of 
Portland. He formerly was an advertis- 
ing and newspaper man. Clyde F. Mc- 
Dermont was appointed field assistant 
in the Kellogg Van Winkle agency at 
Los Angeles, having headquarters in 
Hollywood. Formerly he was in gen- 
eral insurance work associated with I. 
P. Strother, general insurance man of 
Hollywood, and was an agent of the 
Equitable. 





Two New Agency Instructors 


W. B. Cornett of Columbus, O., field 
director of the Loyal Protective Life for 
Ohio, Michigan, Indiana and West Vir- 
ginia, has appointed H. E. Wagar and 
C. U. Pugh as agency instructors in 
Michigan and Ohio, respectively. Both 





Hunt in New Post 








LOUIS E. HUNT 


Louis E. Hunt, who has been ap- 
pointed general agent of General Ameri- 
can Life at Lubbock, Tex., has been 
supervisor there for the Great Southern 
Life. He has been in life insurance work 
10 years. 








will be closely associated with the Co- 
lumbus office and will give their entire 
time to training and supervisory work. 





New Agency Setup in Maine 
Penn Mutual Life has rearranged its 
agency organization in Maine. The en- 





Aggressively Developing State of Illinois 





Assistance in the Field 


Offering Unusual Agency Opportunities 
{ ] 


Liberal First Year Commission and Non-forfeitable 
Renewal Commissions 


Home Office Co-operation 
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t 
GLOBE LIFE INSURANCE Co. 
OF ILLINOIS 


WM. J. ALEXANDER, President 
An Old Line Legal Reserve Company—Established 1895 
40 Years of Continuous Faithful Service 
to Policyholders 


} 





431 South Dearborn Street 


Writing Complete Line of Modern Policies with 
All Standard Provisions 
Ages (0-60) 
Double Indemnity — Disability — Non-Medical 
Modern Juvenile Contracts Full Benefits Age 5 


Write Us Topay ror Particutars 


] 


Chicago, Illinois 
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1857—our first test 


After several years of unusual prosperity, in 1857 America went 
Banks suspende 
It was the first real test of the stability of 
The United States Life, founded only seven years before. 
Since then it has ridden out the economic storms 
three wars and a succession of 


The United States Life is proud, not only of its 89 years, but of 
the acid test of time they represent. 


Today, through its service facilities in many important countries, 
The United States Life is making available to Americans abroad, to 
the benefits of sound American Life insurance. 
Write for foreign service booklet, “‘New Horizons.” 


THE UNITED STATES LIFE 
INSURANCE COMPANY 


IN THE CITY OF NEW YORK 
101 Fifth Avenue 


payments. Many finan- 
It came 


major business 


New York, N. Y. 


Steadfast — 
Since 1850 
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@ The property management firms whose names are shown on this page have been selected after 
careful investigation. They have the recommendation and endorsement of The National Underuriter. 


ALABAMA 


CALIFORNIA (Cont.) 


CONN. (Cont.) 


FLORIDA (Cont.) 





ENGEL | 
REALTY COMPANY 


Realtors & Insurors 


MANAGEMENT SALES 
LEASES APPRAISALS 


BIRMINGHAM, ALABAMA 


R. G. HAMILTON & CO. 


(Established 1922) 
111 Sutter Street 
San Francisco 


PROPERTY MANAGEMENT 
INSURANCE 
RENTALS 
SALES 
LOANS 
Oakland Office—Latham Square Bldg. 


WATERBURY 


Hutchinson & Hutchinson 
Property Management 
Appraisals and Sales 


Member of 
Institute Management 


a 
American Institute of Real Estate 
Appraisals 
195 No. Main St. 








PROPERTY MANAGEMENT 
APPRAISALS 
LOANS 


Represent Jefferson Standard Life 
Insurance Company 


First Federal Bldg. 
St. Petersburg, Florida 


L. L. McMASTERs || 











Property Management 
APPRAISALS 
SALES INSURANCE 


Pbs] Lic0 
e 

not Rens ° 
nse’ Gl | Nn ‘eangs 


MOBILE, ALA. 





6 ST. JOSEPH ST. 











COLDWELL 
CORNWALL and BANKER 


Property Management 
General Real Estate 
and Appraisals 
A STATE WIDE SERVICE 


523—W. 6th St. Financial Bldg. 57 Sutter St. 
Los Angeles Oakland San Francisco 








CALIFORNIA 








COLORADO 








Specializing, in Loans, Sales Exchanges, Rentals 
Hollywood, Wilshire and Beverly Hills Properties 
Day and Night 
Property Management Service 





1019 So. La Brea Avenue, Los Angeles, Cal. 





Morrison & Morrison 
Realtors and [nsurors 


REAL ESTATE 
MANAGEMENT 
SALES APPRAISALS 


Member—Institute Managemend 


DENVER, COLO. 





DIST. OF COLUMBIA 





C,H. HILLEGEIST CO. 


1621 K St. N. W. NAT’L 8500 
Washington, D. C. 
Business and Residential Properties 


Sales — Leases — Property Management 
Mortgage Loans — Appraisals 
Building and Developing 


Serving District of Columbia and 
adjacent Maryland and Virginia 








FLORIDA 














Los Angeles Population 1950—2,500,000 


W. M. GARLAND and CO. 
117 West 9th Street 








APPRAISALS An 
Incomparable 
SALES Organization 
FINANCING of 
INSURANCE Years Standing 








PROPERTY MANAGEMENT 
LOS ANGELES, CALIFORNIA 


Appraisers 
Property Managers 
Sales 

Loans 

















Established 1908 


ROY C. SEELEY CO. 


Business and Industrial Realtors 


Property Management—Appraisals 
Complete Service 


Pacific Electric Bldg. 


Los Angeles, Calif. 


Property Management 
Mortgages—Sales 
Appraisals 


wa. HAUGHTON -. 


COMPANY 


108 West Bay St. Jacksonville, Florida 








WILLIAM H. GOLD CO. 


Security Building, 
Miami, Florida 











pete akg a. idleness LOANS 
REALTOR 
PROPERTY MANAGEMENT 
CONNECTICUT 
BRIDGEPORT RUPERT L. RACKLEY 


THE INVESTORS MORTGAGE CO. 


PROPERTY MANAGEMENT 
APPRAISALS 


Member Institute Management 


875 Main Street 


Realtors 
ALFRED I. puPONT BUILDING 
PHONE 2-4541 
Miami, Florida 
APPRAISALS 
MORTGAGE LOANS 
PROPERTY MANAGEMENT 
Reference Florida National Bank 
& Trust 











Tampa’s Leading Management Firm 


JAY HEARIN INC. 
REALTORS 


Property Management 
Insurance 
Rentals 
Sales 
Loans 
Members Institute of Real Estate Management 


Mass Bldg., Tampa, Florida 








COASTAL REALTY SERVICE, INC. 
Fermerly known as Wagg, Inc. 
Wagg Building 
West Palm Beach, Florida 
SALES — LEASES — 
APPRAISALS 
PROPERTY MANAGEMENT 


Branch offices: Palm Beach and 
Fort Lauderdale, Florida 











GEORGIA 





ADAIR REALTY AND 
LOAN COMPANY 
LOANS 


Real Estate 
Insurance 


Healey Bldg. 


Renting 
Chain Store Leasing 


Atlanta, Ga. 








Established 1881 


Sales 
Leases 


Insurance 


PROPERTY MANAGEMENT 
SHARP-BOYLSTON COMPANY 


Realtors 
39-41 Forsyth St., N.W., Atlanta, Ga. 


\s i> 














IVAN A. THORSON 


Organization 


Real Estate Appraisers 
and Tax Counsellors 


A Nation-wide Service 


12th Floor Corporaiion Building 
Los Angeles, California 








HARTFORD 
JOHN A. CAULKINS 


Certified Property Management 
M.A.I. APPRAISALS 
327 Trumbull St. 








Property Management 
General Brokerage 
Appraisals 
Loans 


McNUTT-HEASLEY 


REALTORS 





ORLANDO, FLORIDA 





A. F. KING & SONS 
REALTORS 


RENTING—BU YING—SELLING— 
LOANS—INSURANCE 


Blun Building 
37 Bull Street, Savannah, Georgia 
PROPERTY MANAGEMENT 
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MANAGEMENT & SALES 


1501 EAST 57TH STREET 
HYDe Park 2525 CHICAGO 


822 Perdido New Orleans 


8th & Locust St. 
ST. LOUIS, MO. 


225 Fifth Ave., New York, N. Y. 
AShland 4-4200 











WIRTZ, HAYNIE & EHRAT, Inc. 


Real Estate Management 











LOANS os SALES 
3180 Sheridan Road Wellington 3000 
CHICAGO 
INDIANA 





Management, Sales, Leasing 
Business Properties 


GEORGE A. KUHN, M. A. I. 


Loans — Insurance 


KLEIN & KUHN 


Guaranty Building, Indianapolis 
Lincoln 3543 








PROPERTY MANAGEMENT 


APPRAISALS 
Sales - Leases 
Insurance - Mortgage Loans 






































MICHIGAN 





SALES 
APPRAISALS 
FINANCING 
MANAGEMENT 


» A F. te TaN [> 12) ea 
UTI co. 


50 years of dhe be li 


Majestic Eldg., Detroit 
F. Earl Johnston J. C. Johnston 








PROPERTY MANAGERS 


Real Estate Appraisers 


INSURANCE COMPANY 
CORRESPONDENTS 


H. G. WOODRUFF, INC. 
1812 Union Guardian Building 
Detroit 








MINNESOTA 





THORPE BROS., Inc. 


REALTORS 


Member—Institute Management 








Title Insurance Corporation 
OF ST. LOUIS 
810 Chestnut Street 
McCune Gill, Vice-President 
Qualified with Insurance De- 
partments of Missouri and 
Eastern States. 


Only complete tract index in St. Louis 
City and County. 


In 
ROCHESTER, NEW YORK 


for 
PROPERTY MANAGEMENT 
see 
WILLIAM H. GORSLINE 
119 Main Street East 


A COMPLETE SERVICE 
properly staffed 
Member—Institute Management 








M. H. RODEMYER & CO. 
109 N. 8th St., St. Louis, Mo. 


Property Management 





RONEY 





REALTY COMPANY 
REALTORS 
Herald Building, 332 So. Warren Street 




















Mortgage Loans SYRACUSE, N.Y. 
mao “—" cos 
NEBRASKA OHIO 
L. F. FARRELL, | | HOWARD P.STALLMAN & 60. 
APPRAISER Property Management 















































. Sal 
W. A. Brennan Agency Corporation Property Management _— . . 
428 Illinois Bldg. Riley 2315 —— Insurance Loans — 
INDIANAPOLIS 519 Marquette 50 EAST BROAD ST. 
MINNEAPOLIS, MINNESOTA 524 Sharp Bldg. Linceln, Neb. COLUMBUS, OHIO 
KANSAS 
DUNN & STRINGER Maiti BORMAN & PETERS. | 
R K STILES & C0 INCORPORATED ; ne. 
— : Empire Bank Building BYRON REED COMPANY, Inc. 30 So. Ludlow St. 
Property Management St. aan inane Appraisals Sales Dayton, O. 
and McNeil S. Stringer, Pres. Property Management Property Management ond Sales 
Appraisals ee See Largest and oe Organization— 9 
ea state ears 
e Pr M . J. Barne orman t) ° ers 
903 N. Seventh St. Kansas City, Kan. cs ios sienseinendinmemeamaties inca nanic — 
MISSISSIPPI 
NEW JERSEY IN TOLEDO 
LOUISIANA Mississippi’s Largest Realtor It’s 
i es The Etchen-Lutz Co 
an 
= w. P. Bripces || SEELY CADE, Inc. homed a 
PROPERTY AGEMENT 26 Journal Square, Jersey City amen nes and 
aR EALTOS AND SALES REAL ESTATE The Etchen-Lutz Company 
Brokerage - Management { Bridges Bldg.—Jackson, Miss. Management Appraisals pathesnerenadhatn ae, Ge 
Ricou-Brewster Building Member—Institute of Management 
Shreveport, Louisiana MISSOURI OKLAHOMA 
Looming E. F. PIERSON & CO. NEWARK, N. J. "MORTGAGE LOANS 
3 
LEO FELLMAN & CO. pe PROPERTY MANAGEMENT APPRAISALS 
Established 1903 Appraisals — Sales 
Property Management —_ aoe HARRY J. STEVENS EALTY MORTGAGE! 
Mortgage Loans City, Mo 478 Central — Newark, N. J. SALES , COMPANY = 


829 Union St., New Orleans 








Commerce Bldg. 


H. F. PIERSON, M. A. L. 








Mem 
American Institute of Real Estate Managers 
American Institute of Real Estate Appraisers 








Perrine Building, Oklahoma City 
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endorsement of The National Underwriter. 


TEXAS 








DARNELL-ZUENDT CO. 


Realtors and Insurors 


REAL ESTATE 
MANAGEMENT 
SALES — LOANS 
APPRAISALS 


Member of Institute of 
Property Management 


Beacon Bldg., Tulsa, Okla. 








“48 Years in Dallas” 
J.W. LINDSLEY & CO. 
REALTORS 


We specialize in Property Man- 
agement for Life Insurance and 
Trust Companies. References. 


1209 Main St. DALLAS 





PENNSYLVANIA 





PROPERTY MANAGEMENT 
MORTGAGE LOANS 
REAL ESTATE 


SWENSON 


Marine Bank Building—Erie, Pa. 








PHILADELPHIA — SOUTH JERSEY 
PROPERTY MANAGEMENT 
MORTGAGES 
APPRAISALS 


Markeim-Chalmers-Ludington, Inc. 
1424 Walnut Street, Philadelphia, Pa. 
645 Market St., Camden, N. J. 

J. W. MARKEIM, Member — AMERICAN 

INSTITUTE OF need ESTATE 


AP ISERS 
INSTITUTE OF PROPERTY 
MANAGEMENT 








COMMONWEALTH 
REAL ESTATE CO. 


Modern 
Management—Appraisals 
Sales 


312 Fourth Ave. Pittsburgh, Pa. 














McDONALD & COMPANY 


601 Dan Waggoner Bldg. 
Fort Worth, Texas 
& 


Property Management — Sales — Loans 
Appraisals—Competent Real Estate 
Service 








Ethel Brosius 


PROPERTY MANAGEMENT 
& 
RENTALS @ LEASES @ SALES 


tire state has been put in charge of J. 
T. Taylor & Son. The company has 
had an office in Portland for about 56 
years, and one in Bangor since 1896. 
For many years the Bangor office has 
been in charge of Joseph T. Taylor, and 
other members of the family were con- 
nected with the Portland agency in 
those early years. Joseph T. Taylor 
will continue his work in Bangor, and 
his son, Donald R., has taken charge 
of the Portland office. 





Tucker Named in Richmond 


Jesse M. Tucker has been appointed 
district manager in Richmond, Va., by 
the Equitable Society. He has been 
with the company there four years. 


Arthur Gilmore Is Promoted 


A. C. Gilmore, field assistant of the 
Travelers’ Philadelphia branch, has been 
promoted to assistant district group su- 
pervisor. His activities will be confined 
to the territory of the Philadelphia 








branch office district, with headquarters 
in the Provident Trust building. 





Rogers Has Life Department 


ST. PAUL—The Frank S. Rogers 
agency of St. Paul will add a life insur. 
ance department, having been appointed 
associate general agent in Minnesota of 
the American Mutual Life. J. D. Ser. 
rill, Minneapolis, is general agent. 

J. A. Rogers, brother of Frank § 
Rogers, will have charge of life insur. 
ance. He formerly was in that field 
but recently has been associated with 
the fire and surety end of the business, 





The Prudential of London is opening 
new offices in the Victoria building, Ot. 
tawa, Ont., under the direction of Eric 
Kinney, resident inspector for fire and 
casualty insurance, and Stanley Petrie 
life district manager. 

Leonard Mordecai, recently resigned 
as general agent of the Equitable Life 
of Iowa in Boston, has joined the N. D, 
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what it wants — 








SELL THEM WHAT 


complete personal protection. You can 
build a good volume with the Federal ” 
Life and Casualty's accident—health—life protection for both men 
and women and juvenile life for children. Territory open in 30 states. 


FEDERAL LIFE AND CASUALTY CO. 


DETROIT - - - MICHIGAN 
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1606 Main St. Capitol 6301 
@ Houston @ 
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Real Estate Counsellors 
Realtors Since 1908 
PROPERTY MANAGEMENT 
APPRAISALS 


811-13-15 National Bank of Commerce 
Building 
San Antonio, Texas 








TENNESSEE 





Our Experience of More Than 25 Years Will 
Help Solve Your Problems 


We Invite Your Consultation 


F. L. Gates Company 
REALTORS—INSURORS— 
MORTGAGE LOANS 
729 Walnut St. Phones: 7-1534—7-2978 
** CHATTANOOGA, TENN. 











W. W. DILLON & CO. 


REALTORS 


PROPERTY MANAGEMENT 
SALES LEASES 


Bennie-Dillon Building 








NASHVILLE, TENN. 


E. L HUMPHREYS 


Established 1897 


PROPERTY MANAGEMENT 
APPRAISALS 


213 Provident Bldg.—Phone 988 
Waco, Texas 














€ SELL. Accident and Health 


Insurance 


The Accident and Health Review 


tells you how, gives you new sales ideas and sug- 
gestions, latest news, court decisions, etc., etc. 


Send 3c in_ stamps for sample copy to A-1946, 
Insurance Exchange, Chicago. 








Pure Protection 
LOW COST 


Life Insurance 


(WHOLE LIFE POLICY) 


No Cash Values 





Life Insurance in itself is inexpensive 








We are proud of our THIRTY YEAR record of 
dependable service to our policyholders. During 
this time the country passed through the GREAT- 
EST WAR in history—the GREATEST EPIDEMIC 
and the GREATEST DEPRESSION. It has never been 
necessary to borrow money from the govern- 
ment or any other source to meet our obligations. 


Attractive proposition to agents and brokers 


INTERSTATE RESERVE Lire INSURANCE COMPANY 
10 East Pearson St., Chicago, Ill. e Phone Superior 1714 


“THE SUN NEVER SETS ON AN UNPAID CLAIM” 
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Phelps agency of the Northwestern Mu- 
tual Life in Boston as a personal pro- 


ducer. 
C. E. Purdy, Jr. to Minneapolis 


State Mutual Life has appointed 
Charles E. Purdy, Jr., well known De- 
troit manager, as associate general agent 
of the Louis Gross agency, Minneapolis. 

Mr. Purdy, who has been in the busi- 
ness since his graduation from the Uni- 
versity of Minnesota in 1928, has served 
as personal - producer, as an educational 
supervisor in the home office and as 
branch manager. He was appointed 
manager in Detroit in 1932. 

Mr. Purdy was president of the Gen- 
eral Agents & Managers Association in 
Detroit in 1937-38. 





Expect Seattle Appointment Soon 


Karl Gumm, superintendent of agents 
National Life of Vermont, will soon 
appoint a new general agent in Seattle. 
In the meantime Mr. Gumm will divide 
his time on the west coast between 
Seattle and San Francisco. 





Douglas J. Jarrell has been named 
agency supervisor for west central Texas 
territory for the Texas Life of Waco. 
His headquarters are Abilene. 


J. J. Buck has been appointed district 
manager by Lloyd B. Gettys, Davenport 
manager Mutual Life of New York. He 
will cover two counties in Illinois in 
addition to the tri-cities. 

Kenneth Hunnieutt of Gladbrook, Ia., 
has been made district manager of the 
Service Life of Omaha. 


Pacific Mutual Action Again Upheld 


The California supreme court, on 
an appeal from the decision of Su- 
perior Judge Willis by Col. W. H. 
Neblett, has again approved the liq- 
uidation of the old Pacific Mutual 
Life and the formation of the new com- 
pany to take over its assets and assume 
its liabilities. 

Previously the state’s highest court, on 
a similar appeal, had upheld the ie 
court in its action, and later the U. 
Supreme Court upheld Judge Willis’ Pi 
cision. 





The Columbian National Life agency 
directed by General Agent Thayer 
Quinby of Boston has moved to new 
headquarters in the home office building 
at 77 Franklin street. The move cele- 
brates its fifth anniversary. Mr. Quinby, 
until he became Boston general agent, 
directed the agency in Springfield, 
Mass. The organization is well manned. 
In addition to a staff of progressive 
agents headed by Supervisor H. S. E. 
Payntar, it has an excellent brokerage 
department. 





LIFE SALES MEETINGS 





New York Life Is Holding 
Meetings in Midwest 


The New York Life started a series 
of spring meetings in Chicago this week 
which will continue to May 2. The 
various branches in the central depart- 
ment in Chicago under Lloyd Lafot, 
inspector of agencies, are holding sepa- 
rate meetings, being addressed by Isaac 
S. Kibrick, agency assistant, Boston, 
and Irvin Bendiner of Philadelphia, spe- 
cialist in business insurance. A _ gen- 
eral meeting on taxes, business insur- 
ance and programming, with selected 
agents attending, was conducted by Mr. 
Bendiner. 

The $100,000 Club will hold a con- 
vention Sept. 18-20 at French Lick, Ind., 
for the great middle, central, western 
and northwestern departments. Home 
office officials will be on the program. 
The Top Club will meet at New York 
Sept. 4-8 and the $200,000 Club there 
Sept. 6-8. These last two will be na- 
tional conventions. 

Griffin M. Lovelace, vice-president, is 
scheduled to address meetings of the 
mid-western department branches to be 
held in May. O. R. Carter, Chicago, 
is inspector of agencies of the depart- 
ment. The mid-western department 
meetings will start at Chicago May 8. 


Other meetings scheduled are: Spring- 
field, Il!” May 9; Peoria, Ill., May 10; 
Davenport, Ia., May 11; North Platte, 


Neb., May 13; Omaha, May 15; Sioux 


City, May 16; Sioux Falls, S. D., May 
17; Des Moines, May 19; Waterloo, 
Ia., May 20. 


Mr. Lovelace then will go to Milwau- 
kee for the initial meeting of the series 
in the northwestern department to start 
May 22. R. E. Peters, inspector of 
agencies, Minneapolis, will attend these 
gatherings. A number of meetings at 
various cities have been scheduled in 
the northwestern territory. 





K. M. Snyder’s Conference 


K. M. Snyder, Omaha general agent 
Northwestern Mutual Life, held his an- 
nual meeting and dinner this week. P. 
H. Evans, vice-president and actuary, 
and J. J. Hughes, assistant director of 
agencies, were present from the home 
office. Dave Harris, agent at Des 
Moines, made an address. The agency 
shows a 20 percent increase as of May 
1 over the previous 12 months ona paid 
for basis. The Snyder agency is unique 
in that it has many agents who are 
large producers. The average income 
of the Snyder agency men is $5,000. 
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in Michigan, Ohio, Indiana and Illinois 


FOR MEN WHO CAN PRODUCE 
AND 
ARE AMBITIOUS TO BUILD OWN AGENCY 


Philadelphia Life Insurance Company 
Philadelphia, Pennsylvania 
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Mr. Snyder took over the new north- 
eastern part of Nebraska a year ago. 
R. L. Theisen took the other part of the 
state and he has made a very creditable 
record. 





Columbus Mutual Meeting 


Agents of the Columbus Mutual Life 
will hold their annual convention in Co- 
lumbus, May 4, On the two succeeding 
days they will meet with the Ohio As- 
sociation of Life Underwriters. Presi- 
dent D. E. Ball and Sales Manager J. A. 
Preston will deliver talks at the first ses- 
sion. At noon Mr. Ball will be host 
at the president's luncheon for members 
of the ‘“President’s Own Club” and the 

“App-a-Week Club.” 

In the afternoon field men will be di- 
vided into separate groups for special 
conferences. Some of the leading pro- 
ducers will speak for five minutes each. 
New men will be taken for a tour 
through the home office. 





Regional in Kansas City 


John J. Moriarty, vice-president in 
charge of agencies American Mutual 
Life; H. S. McConachie, assistant 


agency superintendent, and R. B. Rey- 
nolds, director of sales service, conducted 
a regional sales meeting in Kansas City 
for agents and general agents from sev- 
eral Missouri and Kansas cities. 





Equitable of Iowa Regional 

A regional meeting of Equitable Life 
of lowa agents and general agents will 
be held April 28-30 at Excelsior Springs, 
Mo. This is the third such meeting fi- 
nanced and sponsored by the general 
agents. Fréd Hubbell, president, and 
Ray Fuller, superintendent of agencies, 
will attend from the home office. About 
70 are expected. Saturday’s program will 
be unusual in that general agents are 
barred. Agents themselves will conduct 
the program for agents. 





| Kansas City Life Conference 











KANSAS CITY—General agents and 
supervisors of the Kansas City Life from 
the middle west are attending a confer- 
ence at the home office here. Purpose 
of the meeting is to outline a five-year 
study plan. O. Sam Cummings, Texas 
manager is in charge. The study plan 
embraces all phases of general agency 
and supervisory work. Next year .the 
company plans to take up two or three 
specific subjects and deal with them in 
similar meetings. 

The last of May a similar introductory 
meeting will be held at San Francisco 
for coast and mountain general agents 
and supervisors, and in June, those in 
the east will meet at Cincinnati. 





General Agents Group Meets 


Directors of the General Agents & 
Managers Association of the Continen- 
tal Assurance met this week in Chicago 
with Clarence Thiele, president, Mil- 
waukee, presiding. Among those at- 
tending were Ben Tolmich, Detroit; Al- 
lan Reager, Louisville and Maurice Kil- 
lian, Canton, O. They attended in a 
body the sales congress of the Chicago 
Association of Life Underwriters. 





Reliance Life Meet in Kansas City 

KANSAS CITY — Middle western 
agents of the Reliance Life attended a 
conference here with J. F. Johns, super- 
intendent of agencies. 





Texas to Investigate High 
Cost of Receiverships 


AUSTIN, TEX.—tThe high cost of 
insurance company receiverships com- 
manded attention of the Texas senate 
and resulted in the ordering of an in- 
quiry by that body’s standing committee 
on investigations. 

Figures showing that receiverships in 








27 liquidated companies cost 64.4 percent 
of the total assets were used in support 
of a uniform liquidation act (HB 249) 
by Representative Keith of Sherman. 
The bill is now before the conference 
committee. Mr. Keith said the con- 
ferees likely would meet during the week 
to adjust differences, which center on 
the senate’s proposal to let the chairman 
of the board of insurance commissioners 
appoint the liquidator while Mr. Keith 
wants the appointment to be made by 
the entire board. Centralization of that 
power in one commissioner, he fears, 
might create a situation in the future 
that would permit renewal of the abuses 
he seeks to correct by the bill. 


Receivership Cost Very High 


Senator Hill was author of the resolu- 
tion which called for a senate committee 
investigation of the matter. It cited 27 
receivership cases in Travis county 
(Austin) district courts. The cases in- 
volved the distribution of $819,644 assets. 
The total cost of the receiverships, in- 
cluding traveling expenses, court costs, 
fees paid to receivers and attorneys for 
receivers, aggregated $494,991, or 64.4 
percent of the assets. Creditors received 
only the 35.6 percent of assets. 

“In many instances it appears from 
the records that costs of receiverships 
were entirely and wholly beyond reason, 
and apparently disproportionate,” the 
resolution stated. 





FAMILY 
GROUP 
LIFE INSURANCE 


SELLING like hot cakes! 


* * * 


One policy covers the entire 


family. 
* * * 
$250 units at Ordinary Life 
rates. 
* * * 
Participating 
* * * 
$5.65 at age 30 for $250 
insurance. 
* * * 
$1,500 minimum policy. 
* + * 


You can always make money 
with this kind of policy in 
your rate book. 


Write: 

J. DeWitt Mills, Vice 
President, for a copy of Field 
Features and details of our agency 
proposition. Good territory avail- 
able in Mo., Ark., Okla., Nebr., 
Texas, Colo., Utah, Wyo., Calif., 
and Fla. 


CENTRAL STATES 


LIFE INSURANCE COMPANY 
St. Louis, Mo. Alfred Fairbank, Pres. 
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NEWS OF LIFE ASSOCIATIONS 





Many Headliners 
for Ohio Congress 


With the exception of the speaker for 
the banquet, the program is now com- 
plete for the annual meeting of the Life 
Underwriters Association of Ohio in 
Columbus May 5-6. V. C. Smith is gen- 
eral committee chairman. ‘ 

Speakers include: Governor Bricker; 
Mayor Gessaman of Columbus; and In- 
surance Superintendent Lloyd. 

Manuel Camps, Jr., general agent 
John Hancock, New York, will talk on 
“Prospecting;” W. T. Grant, president 
Business Men’s Assurance, “In Step 
with the Times;” Burt H. Wulfekoet- 
ter, special agent, Massachusetts Mu- 
tual, Cincinnati, “Prospecting Through 
Taxation;” Adam Rosenthal, Connecti- 
cut Mutual Life, St. Louis, “Humaniz- 
ing Income Options.” . 

Holgar Johnson, Pittsburgh, presi- 
dent National Association of Life Un- 
derwriters, will discuss “Changing 
Trends;” Elmer L. Weimer, John Han- 
cock, Marion, O., “Writing Insurance in 
Small Urban Centers;” L. A. Spencer, 
Equitable Society, Youngstown, “Sim- 
plified Programming,” Denis B. Ma- 
duro, counsel New York Life Under- 
writers Association, New York, “Busi- 
ness Insurance.” ; 

Eric G. Johnson, agency supervisor 
Penn Mutual, Pittsburgh, will speak at 
a breakfast arranged for general agents 
on “Agency Supervision.” E 

Miss Helen Rockwell, National Life 
of Vermont, Cleveland, will speak at a 
breakfast for women underwriters. 

It is expected that upward of 1,000 
agents will attend the meeting. 


Michigan State Meeting 
in Lansing May 10-11 


LANSING, MICH.—Program details 
have been nearly completed for the con- 
vention of the Michigan Association of 
Life Underwriters here May 10-11. The 
theme will be: “What can we do to raise 
the level of public regard and under- 
standing of life insurance?” 

A dinner meeting May 10 will be at- 
tended by state and local association offi- 
cers, national committeemen, members 
of the state advisory council and the 
state nominating committees. The con- 
vention theme will be presented in a dis- 
cussion led by C. A. Macauley, John 
Hancock Mutual Life, Detroit. 

Following a breakfast round table 
May 11, for state and local association 
officers, chairmen of standing committees 
and delegates from local associations. 
Earl Hough, Dominion Life, president 
Lansing association, will give the wel- 
come; response. Kenneth Conrey, Grand 
Rapids. Herbert Thompson, Detroit, 
secretary-counsel, will report on legisla- 
tive matters. Dr. John Finlayson, Mas- 
sachusetts Mutual Life, Ann Arbor, will 
speak. 

A luncheon session will be held in con- 
junction with Lansing service clubs. 

In the afternoon President Jack Rab- 
inovitch, Flint, will give his report and 
Col. John G. Emery, new Michigan com- 
missioner, will speak briefly. An open 
forum will follow on “Improving Local 
Association Administration and Making 
Stronger Associations.” Holgar J. John- 
son, National association president, will 
speak. 

The banquet will be the initial session 
of the newly organized Life Insurance 
Leaders of Michigan, in charge of 
George E. Lackey, Detroit general agent 
Massachusetts Mutual Life. Nathaniel 
Seefurth, Chicago, will speak. 





Racine, Wis.—More than 100 attended 
the first anniversary dinner. A. L. Dern, 
vice-president and director of agencies, 
Lincoln National Life, discussed “S. O. 
S—Same Old Stuff,’ Mr. Dern spoke 





on approach and technique in insurance 
salesmanship and listed requisites for a 
successful agent. 

Chicago—A playlet, “Spring Clinic of 
1939,” written by Harry G. Walter and 
Walter N. Hiller of Stumes & Loeb, gen- 
eral agents Penn Mutual, Chicago, will 
be the feature of the business getter 
clinic May 9. This was prepared with 
the cooneration of C. B. Stumes, associa- 
tion president, and has a cast of 30. 
D. Miley Phipps, Northwestern Mutual, 
is chairman of the clinic committee. 
More than 400 diplomas were awarded 
in a 13-week school just concluded, in 
which 550 agents were enrolled. There 
were 32 speakers in the course. Paul 
Speicher, “Research & Review,” handed 
out the diplomas. 


Victoria, Tex.—With Starkey Duncan, 
Fidelity Union Life branch manager, 
San Antonia, assisting, a temporary or- 
ganization was formed with these of- 
ficers: President, E. U. Robins; vice- 
president, D. E. Purdy; secretary-treas- 
urer, Gene Jaeger; directors, J. O. Bar- 
nett, Yoakum, Tex.; Harry Rathbone, 
Herbert Sasse, E. J. Dysart and Paul 
V. Cooksey. 


Atlanta.—G. Franklin Ream, assistant 
superintendent of agencies Mutual Bene- 
fit Life, spoke on “Sales Mechanics.” 


Pittsburgh—Max C. Fisher, assistant 
secretary Metropolitan Life, spoke. 

Possibilities in life insurance are al- 
most limitless, Maurice B. Cohill, Pitts- 
burgh agent of the Equitable Society, 
told the Washington branch of the Pitts- 
burgh association. Life insurance has 
adapted itself to new needs and new 
uses. The life agent is steadily becom- 
ing a more important personage in his 








Davenport Reservations 
Now Exceed 700 - 








KARL E. 


MADDEN 


Karl E. Madden, Penn Mutual, gen- 
eral chairman for the big sales congress 
in Davenport, Ia., May 12, announces 
that reservations now exceed 700. The 
program includes Holgar Johnson of 
Pittsburgh, president National Associa- 
tion of Life Underwriters; Vance Bush- 
nell, second vice-president Equitable 
Society; Griffin Lovelace, vice-president 
New York Life; Harry T. Wright, 
Equitable Society, Chicago, secretary 
National association; Lawrence J. 
Evans, assistant director of agencies 
Northwestern Mutual Life; L. M. Buck- 
ley, Provident Mutual, vice-president 
Chicago association; Glen Spahn, super- 
intendent of agencies for Metropolitan 
Life, and L. E. Frailey, professor of 
English and letter writing at North- 
western University. 

James Rutherford, Penn Mutual, Des 
Moines, will be master of ceremonies 
at the morning session and C. J. Zim- 
merman, Connecticut Mutual, Chicago, 
vice-president National association, will 
preside at the afternoon session. 


community. There is an obligation on 
the part of the agent to recognize the 
position of trust accorded him by his 
fellow citizens and properly fit himself 
to discharge that trust, he said. 

St. Louis—Life agents and companies 
were praised for their part in placing 
the business on the high standard on 
which it rests today by Holgar J. John- 
son, president National association. He 
Warned those present not to rest on 
their laurels but to continue to strive 
for the best interests of the business. 

Mr. Johnson also spoke at a breakfast 
conference of the members of the con- 
vention committees that will function in 
connection with the convention of the 
National association to be held here Sep- 
timber 25-29. 

In discussing public relations at a din- 
ner meeting sponsored by the General 
Agents & Managers Association that 
evening, Mr. Johnson stated that one of 
the best means of improving public re- 
lations is through local newspapers. He 
emphasized the importance of systematic 
advertising campaigns. 

Peoria, Ill—Speakers for the weekly 
sales school were R. C. Lowes, Jr., Ohio 
State Life, ‘‘Basic Principles of Answer- 
ing Objections,’ and J. H. Roth, Jr., 
Northwestern Mutual, “Specific Objec- 
tions.” 

Norfolk - Portsmouth, Wa. — Commis- 
sioner Bowles of Virginia spoke on “State 
Supervision or Some of the Responsibili- 
ties of an Insurance Commissioner.” 
Lewis I. Held of Richmond, president 
Virginia association, also spoke. 

Pulaski, Va.—An organization meeting 
was held here with prospects of an 
association being launched with 30 or 
more members, with the aid of Lewis I. 
Held of Richmond, president of the Vir- 
ginia association. 

Buffalo, N. Y.—F. H. Haviland, vice- 
president in charge of agencies Connec- 
ticut General Life, spoke on “The Life 
Insurance Agent of the Future.” 

Los Angeles—Holgar J. Johnson, pres- 
ident National association, will speak at 
a breakfast meeting May 26. 


Dayton, 0.—J. M. Gantz, general agent 
Pacific Mutual, Cincinnati, will address 
the luncheon meeting May 18, on “Truth 
Is Stranger Than Fiction.” 

Green Bay, Wis.—Legislation affecting 
life insurance was discussed. 


Cedar Rapids, Ia.—J. C. Higdon, vice- 
president Business Men’s Assurance, 
said that he felt the public is much more 
interested in buying life insurance than 
what he termed death insurance. ‘More 
and more persons are paying higher pre- 
miums to provide an annuity for them- 
Selves,” he said. ‘They are interested 
in securing benefits during their lives 
as well as insurance in case of death.” 


NEW YORK 

















WALTER BARTON ABROAD 


Mr. and Mrs. Walter E. Barton are 
celebrating their 25th wedding anniver- 
sary with a trip to Europe. Mr. Barton 
is president of the Charles B. Knight 
Agency of the Union Central Life in 
New York City. They will travel in 
Italy, Germany, France and England, 
returning to New York early in June. 





TEA FOR MRS. FORD 


About 250 persons, including many 
prominent insurance men and women, 
attended the tea given by the League 
of Insurance Women in honor of Mrs. 
Kathryn Ford, who has. been the 
league’s president for eight years, Mrs. 
Ford was the league’s second president, 
and she was one of its charter members. 

Home office officials present included 
L. Seton Lindsay, vice-president New 
York Life, F. A. Wickett, vice-president 
New York Life, and Leigh Cruess, vice- 
president Home Life of New York. 
Julian S. Myrick, with whose agency 
of the Mutual Life Mrs. Ford is con- 
nected, was also present as a guest of 
honor. 

The league has the distinction of 
being the only group of insurance 
women in the membership of the Gen- 
eral Federation of Women’s Clubs. The 
league’s aim is to increase the effec- 
tiveness of women in the life insurance 
field and to develop a better understand- 
ing of the services of life insurance 





among women, who are its chief ben. 
ficiaries. 

Mrs. Lillian Joseph, Home Life 
New York, was chairman in charge 4 
arrangements for the tea. 


CHICAGO 


HINTZPETER SALES CONGRESS 


A golden anniversary sales congres 
winding up with a dinner, will be hej 
May 1 by the Hintzpeter agency of th 
Mutual Life of New York in Chicago, 
honoring Manager H. C. Hintzpeter; 
50 years of service with the company, 
George A. Patton, vice-president an¢ 
manager of agencies, and G. A. Sattem, 
superintendent of agents, will atten 
from the home office. Among othe 
speakers will be W. D. Saltiel ang 
Judge J. A. Schiller of Chicago. R. B. 
Mullaney, a leading Hintzpeter agent 
will preside. Mr. Hintzpeter was hon. 
ored at a luncheon of the Germania Clu} 
this week. He was its president in 
1933-35. 











LESS TWISTING NOTED 


Life men report that there is les; 
twisting of older policies than usual, 
largely because of their more liberal 
provisions and rates. There could be 
no logical incentive for a policyholder 
with an old time total and permanent 
disability clause, with more liberal op- 
tions and lower rates to cash in his pol 
icy and take a modern one. This has 
resulted, therefore, in a lessening of ac- 
tivity on part of twisters, they confining 
themselves largely to policyholders who 
have become insured during the last 
year or so. Where there are laws pro- 
hibiting twisting on account of mislead- 
ing information it is very easy to prove 
that a policyholder was misinformed if 
he has one of these more liberal con- 
tracts. 


NOW LYTTON & OLSON 


The Chicago law firm of Bull, Lytton 
& Olson that has a considerable insur- 
ance practice is being reorganized. The 
firm is being perpetuated as Lytton & 
Olson, the partners being Arthur Lyt- 
ton and Olaf Olson. F. W. Bull is 
opening other offices. Lytton & Olson 
will continue to occupy the quarters at 
134 North LaSalle street, and will con- 
tinue with the same insurance clientele. 


LETTON ASSISTS JOHN R. HASTIE 


Chad M. Letton, formerly of Equi- 
table Society, has joined the John R. 
Hastie agency of Mutual Life in Chi- 
cago as supervising assistant. After 
graduating from Grinnell College in 
1931, Mr. Letton went with Equitable 
Society, getting some training in the 
cashier’s training course at St. Paul and 
at the head office. For five years he 
was connected with the public service 
department of the Chicago cashier’s of- 
fice of Equitable. Then for the past 
two years he has been devoting his 
time to personal production and to 
teaching the first principles of the busi- 
ness to new men in the organization. 
He expects to take his final C.L.U. ex- 
amination in June. He is chairman of 
the Grinnell College Alumni Club ot 
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Chicago. 


R. S. EDWARDS REARRANGES STAFF 


Several changes have been made by 
R. S. Edwards, general agent Aetna 
Life, Chicago, following transfer of Su- 
pervisor C. E. Clinton to Omaha as 
assistant general agent. Paul M. Wil- 
liams’ unit has been enlarged and he 
was given additional duties. He has 
been unit manager for two years. A. 
H. Reichman, who has been in charge 
of the outside territory for two years. 
was transferred to Chicago to start 4 
new unit. George P. Stangle, assistant 
brokerage department manager, takes 
charge of the outside territory. Mr. 
Reichman has been connected with the 
agency for two years. Formerly he was 
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istrict agent Aetna Life at Elgin, was 
‘connected with the Metropolitan there, 
‘and also later with the Bankers Life 
of Iowa. Mr. Williams has been with 
the agency Over six years and is one 
of the leading producers. Mr. Stangle 


also was one of the company’s leaders. 





JAMES & CO. LIFE BRANCH MOVES 


The life, accident and health, and 
sroup department of Fred S. James & 
(o., general agent Travelers, Chicago, 
has moved to larger, bettter arranged 
quarters in 1221 Insurance Exchange, 
which includes conference rooms and 
new conveniences for agents. Life 
business during the past year increased 
30 percent and accident 20 percent. 
Seven men have been added to the or- 
ganization. Clay F. Lundquist is man- 
ager. Open house was held Monday. 
james & Co. plan to build a strong life 
agency organization. The life depart- 
ment is about 15 years old. Mr. Lund- 
quist, who has been in charge for a 
vear, formerly was assistant manager of 
the Travelers branch in Chicago. 





RAYMOND WIESE MAKES CHANGE 

Raymond J. Wiese, new Chicago man- 
ager Northwestern National Life, has 
placed the One North La Salle street 
head office on a managerial basis. Wil- 
liam C. Hettrick was appointed super- 
visor. He has been connected with the 
company in Chicago for five years, spe- 
cializing in salary savings, being the 
company’s leading producer in this field. 
He formerly was an inspector of the Re- 
tail Credit Company. James Polka, for- 
merly for a number of years general 
agent in the office, has been appointed 
supervisor and continues direction of his 
strong unit, operating through the west 
suburban Chicago district. Mr. Wiese 
has opened a_ brokerage department 
which temporarily is in charge of Ches- 
ter Pease. Mr. Pease also is educa- 
tional supervisor of the office, a post he 
has held for some time. 





Stephen, 6-year-old son of Louis 
Behr, noted Chicago producer and or- 
iginator of the “Behr’s Prospecting 
System” and “Viso-wallet,” underwent 
an emergency appendectomy but is re- 
covering satisfactorily. 





J. L. Brader, general agent Equitable 
Life of Iowa, San Francisco, has moved 
his office to the Central Tower building. 





SOME 
PERTINENT 
FACTS ABOUT 


Supreme Forest 


WOODMEN CIRCLE 





® Total Membership..... 132,982 


. .$107,701,046.00 
11,629,606.00 


Total Protection 


Written in 1938. . 
Paid in 


Benefits 


1938 1,893,522.35 


Benefits Paid since 
Organization in 


1895 40,445,656.11 


Dora Alexander Talley, President 
Mamie E. Long, Secretary 
Home Office, Omaha, Neb. 








THE WOMEN’S BENEFIT ASSOCIATION 
Founded 1892 
A Legal Reserve Fraternal Benefit Society 


Bina West Miller 
Frances D. Partrid 
Supreme President Supreme Seeretary 


Port Huron, Michigan 
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Washington Congress Rally 
Program Is Announced 


C. L. Biggs, recorder Maccabees and 
president National Fraternal Congress; 
Commissioner W. A. Sullivan of Wash- 
ington and C. D. Robinson, supervisor 
of the state fraternal division, will be 
among the principal speakers at the an- 
nual convention of the Washington 
Fraternal Congress to be held May 27 
in Seattle. Sessions will be in the 
A.O.U.W. of Washington building, with 
Charles M. Burns, president, presiding. 
W. H. Tyer, state manager Modern 
Woodmen, will be official host. Mrs. 
Lois A. Geiser, regional director Degree 
of Honor Protective and first vice-presi- 
dent of the congress, will respond to 
greetings. 

Mr. Biggs is on the afternoon pro- 
gram. J. F. Fogarty, grand master 
workman A.O.U.W. of Washington, 
will speak, as will Supervisor Robinson 
and Mrs. Kathryn Bowen, state field 
director Woman’s Benefit. 

Mr. Fogarty will be toastmaster at 
the banquet at which congress officers 
will be introduced, greetings extended 
by Seattle and Washington officials and 
Commissioner Sullivan and Mr. Biggs 
will talk. Officers elected in the after- 
noon session will be installed by Mr. 
Biggs. 





Bill Doesn't Change Missouri Law 


Considerable publicity given in Mis- 
souri to the provision in the proposed 
code to permit fraternals to sell many 
types of life insurance, was misdirected 
according to fraternal leaders. The so- 
cieties under the old law are permitted 
to sell endowments, annuities, term in- 
surance, etc. The bill prepared by the 
department merely picks up provisions 
of the old law and incorporates them 
with the more modern phraseology used 
in the New York law. The bill was re- 
ported out by the senate insurance com- 
mittee, whose chairman, Senator E. A. 
Barbour, Democrat, Springfield, intro- 
duced it. It prohibits operation of un- 
incorporated or voluntary societies af- 
ter 1940 and exempts fraternals from 
the 2 percent premium tax. 





Bennett Is Mayor of Newton 

Edgar L. Bennett, grand master of 
the A. O. U. W. of Kansas, Newton, 
Kans., has been named mayor of New- 
ton. He received the highest vote in 
the recent election among the commis- 
sioners elected. 





District Manager Corkum Dies 

SEATTLE, WASH. — William C. 
Corkum, 65, district manager Modern 
Woodmen, died here at his home after 
a short illness. 





Praetorians Hold Celebration 


The Praetorians of Dallas in April 
started a celebration of its 41st birthday 
which will be climaxed May 9-10 at a 
nation wide gathering of the field force 
at the home office. The society has 
$70,000,000 insurance in force, assets of 
more than $8,350,000, and has paid out 
in benefits some $10,294,000. The order 
was organized by C. B. Gardner and is 
now headed by Judge T. L. McCullough. 





James H. Brewster, vice-president- 
treasurer of the Aetna Life companies, 
has returned from a convention at Sea 
Island, Ga. 





Pave the Way—An accident policy sale 
is the easiest way to get acquainted with your 
prospect and pave the way for other lines. 
For suggestions that sell read The Accident 
& Health Review, A-1946 Insurance Exchange, 
Chicago. Sample 10c. 


Tennessee Society Asks for 
Clarification of Law 


NASHVILLE, TENN.—Chancellor 
Howell has been asked to clarify a 
Tennessee statute as to whether $100 or 
$1,000 is the minimum policy a Tennes- 
see incorporated fraternal society can 
issue. 

The Southern Life & Accident of 
Chattanooga filed a petition alleging it 
was chartered Oct. 14, 1938, as a frater- 
nal with a lodge system and ritual, to 
provide accident, sickness, disability or 
death benefits for members. It secured 
300 members, each contracting to take 
a $100 policy and paying the premium 
thereon. When the association applied 
to the Tennessee department for a per- 
manent permit, this was refused on the 
ground the legal minimum policy that 


can be issued is $1,000, the petition al- 
leged. 

There exists, the association claims, 
an apparent inconsistency in the statute 
which at the outset says a fraternal 
benefit society, in order to organize, 
must have 300 members each holding 
a policy of $100 but later indicates a $1,- 
000 policy is required. 





O'Rourke Heads Athletic Group 


J. J. O’Rourke of the ordinary un- 
derwriting department has been elected 
president of the Prudential Insurance 
Company Athletic Association. The 
retiring president is Franklin Jamieson. 
The association held its annual dance 
at which the newly elected officers were 
introduced. The new _ vice-presidents 
are Frank L. Kelber, supervisor, and 
Robert Larkin, Jr., industrial actuarial 
department. David Wagner, account- 
ing, is financial secretary and Alice 
Thorpe, correspondent, assistant secre- 
tary. 

















field men will be 


The Maccabees’ 


fare even dearer 


Detroit, 


They'll be there 


When 100,000 fraternalists gather at Detroit 
next August 14 to celebrate the opening of 
International Fraternal Week, 300 Maccabees’ 


there. They'll see the color- 


ful celebration at the Michigan State Fair 
Grounds; they'll participate in the gay cere- 
monies of the Fraternal Mardi Gras; they'll be 
guests at the biggest banquet in fraternal 
history. The Maccabees’ field men won't miss 
this most significant event in fraternalism's 
70 years because they will journey to Detroit 
as guests of their association. 


Such rewards to deserving workers is part of 


field policy which has pro- 


duced a loyal, energetic force of field men 
who believe in their society, and hold its wel- 


than their own. 


The Maccabees 


Michigan 








HOME AND 
FULL FAMILY 





PROTECTION 


Good Territory and 
Attractive Contract 
for good producers. 


W rite for information. 


Neenah, 





American 3% Policies 


Whole Life Special 

Endowment Age 85 

20 Payment Life 

20 Year Endowment 

Retirement Incomes at 
Ages 60, 65 and 70 

10 year term 

Modern Junior Policies 


EQUITABLE RESERVE ASSOCIATION 


Wisconsin 
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Complete financial data, policy facts, 
rates and valuees in the 1939 Unique 
Manual-Digest. $5. National Under- 
writer. 











Closer Supervision Is Called 
for by Conditions Now 


Life agents this month made some 
progress in fighting their way back from 
the slump that occurred in February fol- 
lowing the exhausting of prospect lists 
in the November-December campaign 
based on impending rate and option 
changes, but still according to managers 
and general agents are not back to nor- 
mal production. 

Companies and agencies have worked 
out various methods of meeting the sit- 
uation, all based on impressing the need 
for a period of intensive prospecting. 


Wrong Selling at Fault 


However, apparently the February 
sales decrease was not caused solely by 
an exhausting of prospect lists. Some 
agency heads feel that the agents suf- 
fered by being induced for a two months’ 
period to return to the old obsolete 
method of selling on the appeal of rates 
and costs rather than of needs. There 
thus was a natural reaction period fol- 
lowing the work in January cleaning up 
cases sold before the turn of the year. 
A prominent manager said he had ob- 
served that agents went through a re- 
action period after every period of sell- 
ing life insurance the wrong way. 

Some offices early in November saw 
this danger and impressed on agents the 
necessity to prospect even though they 
were pressed for time in closing cases. 
However, there was so much business 
to be written on the basis of the rate 
and option changes that most agents 
failed to prospect. 

Offices are maintaining much closer 
supervision this year than ever before. 


Agents More Easily Offended 


The manager of a large Chicago 
agency has discontinued the regular 
Monday agency meetings, instead hold- 
ing private conferences with each agent. 
He finds the men in the field are much 
touchier. They do not like to be criti- 
cised in open meeting. He lays this to 


unsettled economic conditions, to war 
scares and reaction from the intensive 
year end drive, to difficulty of securing 
examinations due to so many applicants 
coming down with influenza. He im- 
presses on all his agents the necessity 
of sticking close to their business and 
of letting the world run itself. If it 
were possible, he said, to put blinders 
on all agents such as are used with 
norses, the agents could get much more 
work done. 

Another manager said it is very diffi- 
cult to instil in very many agents the 
enthusiasm and single-mindedness nec- 
essary tor success. hey arrive at the 
othce late and leave early. They do not 
have the right interviews which seem 
to be necessary nowadays in order to 
sell sufficient volume. Competition and 
the times demand more calls and longer 
hours of work. This manager said he 
arrives at the office daily at 8 a. m. and 
on his way to work frequently encoun- 
ters an able life company president who 
is also bound to his office. 


Many Arrive on Job Late 


These men find they cannot get the 
job done well except by putting in the 
extra hours, but the agents, he said, do 
not begin to straggle in until about 8:40 
a.m. He believes even though they do 
not have anything to do between 8 and 
9 o'clock when they go out on the street, 
they would make much more progress 
if they would sit in the office and get 
into an insurance selling frame of 
mind. 

This manager said agency heads could 
do a better job of directing their men 
if they could only see them at work 
and how they spend their time when not 
working. He believes few work as hard 
as they can. Unless they really like or 
love the business, he said, they had bet- 
ter get out of it for they are only wast- 
ing their time and that of the agency. 








Los Angeles Managers Meet 


R. J. Bauer, general manager Better 
Business Bureau of Los Angeles, ad- 
dressed the Life Insurance Managers 
Association there on “The Bureau’s 
Work in the Life Insurance Field.” 

Roy Ray Roberts, chairman of the 
chamber of commerce life insurance 
committee, reported that the teaching 
of insurance in the adult educational 
program of the boards of education, will 
start May 10, that all the books have 
been prepared and Dr, Mann, in charge 
of the work, is ready to start. 

Rollo Hays, Jr., chairman of the 
membership committee of the Life Un- 
derwriters Association of Los Angeles, 
reported that the organization now has 
461 members and urged the managers 
to act quickly and bring the total up 
to the quota set by the National asso- 
ciation. Kellogg Van Winkle reported 
on legislation. 





Discuss Training College Men 


A meeting of general agents of the 
Franklin Life from Indiana, Michigan, 
Wisconsin, Illinois, Ohio and Missouri 
was held in Indianapolis. The principal 
topic was the company’s plan for select- 
ing and training college graduates. 
Twelve selected graduates will join the 
organization this year. Ralph I... Colby, 
Indiana general agent, was in charge 
of arrangements. 





Seattle Managers Elect 


The Seattle Life Managers Associa- 
tion has elected Dudley Dowell, New 
York Life, president, succeeding Hugh 
S. Bell, Equitable of Iowa; Lloyd A. 





Perkins, Pacific Mutual Life, vice-presi- 
dent, and S: AK. Gassill: Manufacturers 
Life, secretary. Directors in addition 
to the officers are Guy Gay, Sun Life; 
Stanley Randolph, Occidental Life; C. 
J. Sauter, Equitable Society; C. C. 
Thompson, Metropolitan Life; R. R. 
Mathews, Northern Life, and Arthur 
Challis, Massachusetts Mutual. 





Sociologist Is Milwaukee Speaker 

MILWAUKEE—Dr. Philip Person, 
professor of sociology University of 
Wisconsin, will discuss “Current Soci- 
ological Trends” at the meeting of the 
Milwaukee Life Managers & General 
Agents Association April 28. 


INDUSTRIAL 


John Hancock Announces 











Some Important Changes 
The John Hancock industrial depart- 
ment announces the retirement of 


Thomas Atkinson as manager at Cam- 
bridge, Mass., J. F. Dillon as manager 
at Whitinsville, Mass., and Ernest Red- 
fearn as manager at Pittsfield, Mass. R. 
W. Carroll, now district manager at 
Utica, N. Y., will succeed Mr. Atkin- 
son at Cambridge and Mr. Dillon will 
be succeeded by R. A. Dooley, now an 
assistant manager at Whitinsville. J. J. 
I.ynch, formerly assistant to the man- 
ager at the Cambridge office, will be- 
come manager at Pittsfield. A. J. Mac- 








The Knights Life of Pittsburgh ha 
opened its 22nd district in Pennsylvani; 
It is located in the Woods building g 
New Castle and will be in charge ,j 
home office special industrial canvyasse 
A. W. Carbon, who has been promote) 





Industrial Accident Policy 


Imperial Life of Asheville, N. C, i 
now issuing a new general accident jp. 
dustrial policy, the standard weekly pre. 
mium for which is 10 cents a week. The 
accidental death benefit provision ; 
$1,000 the first policy year, $1,050 the 
second policy year and $1,100 thereafter 
The increased death benefit was mat 
possible by eliminating the loss of eye 
hand or foot clause. Regardless of age 
white or colored, from birth to 65, the 
premium is standard at 10 cents weekly 
Imperial Life continues to issue its for- 
mer 5 cent accident policy. 





Opens New Portland Offices 


The American National has_openel 
new industrial department offices in 
500-504 Yeon building, Portland, Ore 
The offices were opened by W. J. Rie- 
mann, expansion director. It expect 
to have a force of 30 industrial agents 
and supervisors in Portland. 





Appeal Wisconsin Union Case 


MADISON, WIS.—Attorneys for the 
Metropolitan Life have filed an appeal 
with the Dane county circuit court here 
from an order of the Wisconsin state la- 
bor board ordering the company to rec- 
ognize for collective bargaining purposes 
the International Union of Life Insur- 
ance Agents, independent labor organiza- 
tion with members among’ industrial 
agents in Milwaukee, Racine and Keu- 
osha. The company contends its agents 
are under individual contracts; that be- 
cause of its national setup it is imprac- 








tical to enter into local contracts and 


destroy unformity, and that this woull | 


prevent accurate determination of costs 
to fix premium rates. The labor board 
decision against Prudential is also being 
appealed, while charges are still pending 
against John Hancock for refusal to 
bargain with union representatives. 





Industrial Insurers Plan Meet 


Two outside speakers will feature the 
30th anniversary meeting of the Indus- 
trial Insurers Conference at the Edge- 
water Gulf Hotel at Edgewater Park, 


Miss., May 18-20. Superintendent Julian | 


of Alabama, president of the National 
Association of Insurance Commissioners, 
and Commissioner Williams of Missis- 
sippi will talk, while the remainder of 
the program will be made up of talks 
by members of the conference. The first 
past president’s dinner May 17 will in- 
augurate the session. C. A. Craig, board 
chairman National Life & Accident and 
senior past president of the conference, 
will preside. 

The statistical committee is compiling 
facts and figures including agency turn- 
over statistics, which will be discussed 
at the meeting. 





Pacific National Life has got out an 
unusual tribute to Ford E. Dunton, ts 
general agent in Spokane, Wash., 1 
the form of a 32-page publication dedi- 
cated to Mr. Dunton and to Associate 
General Agent A. W. Schalkau. The 
occasion was the fact that the Dunton 
agency has produced $1,000,000 of lite 
insurance since its inception in April, 
1936. The booklet contains _ testi- 
monials from Governor Martin 0! 
Washington, Commissioner Sullivan of 
that state, Commissioner Neslen of 
Utah, Spokane chamber of commerce, 
Hotel Utah and others. It has many 
pictures of Washington scenes. 
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Sales Ideas and Suggestions 











Seven practical suggestions for getting 
into adequate production this year were 
made by J. Hawley Wilson, Peoria, IIl., 
newly appointed general agent Massa- 
chusetts Mutual at Oklahoma City and 
trustee National Association of Life Un- 
derwriters, in a talk at the “Parade of 
Stars” sales congress of the Chicago As- 
sociation of Life Underwriters this week. 

He advised making a list of policy- 
holders whose contracts participate in 
initial dividends during the first half of 
this year; scanning each application 
completed during the last six months for 
prospect possibilities; pursuing clientele 
who feel they have reached the satura- 
tion point; closing some salary savings 
cases this year; checking policyholders 
who for several years have arranged for 
their life insurance to be liquidated un- 
der the interest option; listing clients 
who last year eliminated any accommo- 
dation charges on their contracts, and 
definitely establishing a quota of new 
business for this year. 


New Blood Urgently Needed 


May represents the breaking point for 
most agents this year, he said. The ma- 
jority have pumped their prospect lists 
dry and during the last 90 days mainly 
have been occupied in attempting to de- 
liver business applied for prior to the 
rate and option changes at the first of 
the year. Very little attention appar- 
ently has been paid to injecting new 
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blood into the prospect inventory, he 
said. 

A practical way to swing back to 
quota is to step up the preliminary in- 
terviews with new prospects. “Many of 
us could profitably assume we were 
moving to a new community and spend 
a good part of our time prospecting in 
new avenues. When my prospect list 
has been depleted I have taken a full 
day to contact my best center of influ- 
ence, asking him if he were to start life 
insurance selling today whom would he 
consider his first two prospects to ap- 
proach.” 


Dividends Pay for Additions 


Mr. Wilson always offers when he 
sells participating life insurance to ask 
for automatic election of the option to 
allow dividends to accumulate at inter- 
est. This he said permits explaining to 
many of his clients where dividends are 
sufficient to sustain the premium on 
$1,000 or more that they may authorize 
the company automatically to provide 
for this additional protection which will 
be paid for in future in dividends. He 
said agents would be surprised in check- 
ing over completed applications for sev- 
eral months, securing data on family 
history and other facts, how many new 
prospects can be secured that way. 

In connection with 30 applications this 
year he secured 11 good prospects, two 
of whom have bought insurance from 
him. Most agents have clients owning 
retirement income plans who feel they 
have adequate pensions but can be in- 
duced to move up the maturity dates five 
or ten years. Occasionally a new con- 
tract can be sold to start an income 
earlier without disturbing the other in- 
surance. Salary savings solicitation, Mr. 
Wilson finds, is a decided tonic in re- 
storing the habit of closing business, for 
even smaller salary savings cases involve 
ten to 15 applications. 

With continued drop in interest rates 
on life insurance proceeds—a slump of 
as much as 40 percent in the last six or 
seven years—many brokers need addi- 
tional income. Where the individual 





cannot afford to pay the additional pre-, 


Practical Sales Methods for 
Present Slump Are Told 


miums involved in increasing his income 
from life insurance, Mr. Wilson has been 
successful in selling an amount of family 
mainenance insurance, having the com- 
muted amount paid out for seven to ten 
years until the children will be through 
college. 

Many people pay life insurance pre- 
miums on a quarterly or semi-annual 
basis. The interest charge, Mr. Wilson 
said, actually amounts to the equivalent 
of 8.2 per cent to 17 percent, depending 
upon the company. The agent who pre- 
sents the idea of eliminating this accom- 
modation charge may convince his 
clients to extend their life insurance 
holdings on the savings. In the case of 
a Peoria physician whom Mr. Wilson 
sold, this charge amounted to $38.70 an- 
nually. Another man who owned $50,- 
000 term was paying 


each year in accommodation charge. 





$54.10 additional | 


This is a painless way of acquiring new 
insurance, Mr. Wilson said. 

A brand new field for most agents 
which would serve to take them out of 
the rut is juvenile, he said. Most agents 
solicit in their particular age bracket. It 
is profitable to solicit juvenile insurance. 
The prospect files of most producers will 
show many juvenile prospects. 

He urged two goals, securing at least 
one paid for application weekly and sell- 
ing the amount of business which the 
individual had selected as his weekly 
quota. To sell insurance weekly is to be 
more “closing minded.” Mr. Wilson 
schedules his best interviews for the 
first three days of the week. He em- 
ploys a simple audit which shows a 
breakdown of the life insurance owned 
and a picture of the general estate. This 
has been responsible for closing about 80 
percent of his production over the last 
15 years. 

Another good approach he gave was 
many people buying homes on the FHA 
or other basis. He suggested adding 1 
percent to the loan interest to take care 
of the indebtedness in case of the pol- 
icyholder’s premature death. 





Drive on Lump Sum Policies 
Offers Timely Approach 





In recognition of the fact that in many 
companies the year end drive for busi- 
ness based on the Jan. 1 effective date 
of rate and _ policy option changes 
caused agents to exhaust their prospect 
lists, the Continental American Life is 
in the midst of a prospect list rebuild- 
ing drive which is founded on four well 
known facts: 

1. Most people are quick to listen to 
ideas on getting more for their money. 

2. Persons who own any life insur- 
ance are invariably willing to talk about 
their present policies. 

3. Everybody who owns life insur- 
ance has at least one policy payable in 
a lump sum. 

4. 99 percent of all 
husband should die, would 
income than they would get. 


if the 
more 


families, 
need 


Campaign Against Lump Sum 


Continental American is urging its 
agents in a bulletin outlining the sug- 
gested approach to concentrate on peo- 
ple who have life insurance pavable in 
a single lump sum. It is a well known 
fact that a large proportion of American 
life insurance is thus payable. The plan 
ties in with the universal call for more 
assured income. 

“These lump sum policies,” Continen- 
tal American points out, “regardless of 
the purpose they were bought for, con- 
tain the very thing the prospect wants 
more of—income for his family. Every 
cleanup or mortgage policy, or policy to 
be settled in cash upon death, contains 
inceme rates which are more favorable 
than the rates in any policy which the 
prospect can buy now. Do you see the 
possibilities of merely calling this simple 
fact to the attention of every prospect 
and policyholder?” 

The company suggests that the agents 
simply offer to show the prospect how 
he could take advantage of certain in- 
creased values that he does not realize 
he has, then suggest putting an income 
settlement on the lump sum policies and 
replacing them with new insurance. 
this idea is put to work it will sell a 
large number of new policies for cash 
purposes and open up a discussion of 
the whole income problem. 

The agents who use an estate plan- 
ning approach, Continental American 





points out, probably are running into 
many prospects who say, “Every other 
life insurance man wants to talk to me 
about estate planning.” 

“Here is the answer,” the company 
says, “you are suggesting that he take 
advantage of exemptions which are at 
his disposal. You ere bringing to his at- 
tention a way of improving his plan 
which he does not realize. 

“You can reopen any case that has 
been programmed, whether by other 
life insurance men or by yourself. And 
vou can talk business just as quickly with 
the fellow who has an ‘estate plan’ of 
two policies—one for burial and one for 
a year of readjustment income.” 

The suggested plan is good for cold 
canvass, or referred leads for the agent’s 
own policyholders, whether programmed 
or not, and especially for the many pros- 
pects and near “china eggs” who put 
off doing anything now. It is presented 
as a plan so timely and interesting that 
it can be carried out not only through 
personal solicitation but by writing or 
telephoning to make appointments. 


Offers Several Openers 


Continental American suggests trying 
these short approaches: 

“Some of your present life insurance 
policies are worth more than you think.” 

“Your present life insurance policies 
offer certain exemptions you may not 
have taken advantage of.” 

“Because of certain recent events, 
some of your life insurance policies are 
worth more than you think.” 

“T can show you an easy way to get 
more out of one of the policies you now 
own.” 

“Do you own any life insurance poli- 
cies payable as a lump sum?” 

“Recent changes have made it impor- 
tant to check your life insurance poli- 
cies.” 

“May I have just five minutes to point 
out certain possibilities in some of your 
policies which you can no longer get?” 

“You may be unaware of what cer- 
tain recent changes have done to the 
values in one or more of the policies 
you now own.” 

The company comments: “This idea 
will build up your personal business, 
and your personal income. It’s easy to 
use, and can be applied universally. For 
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Success Factors Outlined 
at Franklin Life Meeting 


CLEVELAND—J. W. Wilson, man 
ager Ohio agency of the Franklin Life 
outlined factors of success in a talk to 
the annual sales meeting. 

“Success,” said Mr. Wilson, “is in it- 
self a big thing, and yet it is made up of 
little things. In life insurance, there 
are no short cuts to success. When a 
man’s production is sick, a complete re- 
organization is needed. 

“Five big considerations in selling life 
insurance are, knowledge of the busi- 
ness which inspires confidence and re- 
spect; love of work which inspires en- 
thusiasm and keeps us going; prospect- 
ing ability which may solve our great- 
est problem; correct approach which 
will sell the appointment; and a proper 
interview technique which considers the 
problems of the prospect and endeavors 





to meet them. “The man with the 
proper mental attitude, who has the 
courage and persistence to deliver the 
goods, will make a success.” 
Abels Gives Program 

James Abels, agency director, gave a 


practical program for successful selling 
“You must have a program well 
This means a proper plan of 
of presentation and 
of procedure. You should know where 
you are going today, tomorrow, next 
month, in order to reach the goal you 
desire at the end of the year. 

“There are certain fundamentals 
which the life salesman should know 
to make a success, and a more advanced 
knowledge is very desirable. All this 
requires study. Knowing the problems 
of the prospect and the life insurance 
solution, indicates the manner of pres 
entation. You must apply the knowl- 
edge you have, or you get nowhere. 


Three Success Fundamentals 


I. D. Wallington, Ohio manager 
the Illinois Bankers Life, was a guest 
speaker. “TI learned long ago,” he said, 
“that the fundamentals of life insur 
ance selling are no different from other 
fields of selling. All business demands 
the same _ fundamentals—intelligent 
work, initiative and knowledge. 

“Prospecting is a cataloguing of leads 


for 


from many sources. They are every 
where for the alert underwriter. We 
must, of course, not overlook the age 


changes, the birthdays and opportuni 
ties for congratulations and good will 
contacts. 

“Life is a series of habits. We should 
get into the habit of planning our work. 
Working your plan is the next step af- 
ter planning your work. One of the 
greatest problems is being your own 
boss. Office time as a rule is unpro- 
ductive. It is easy to alibi and easy 
to loaf but it is unfair to your family, 
the company and yourself. If you don’t 
close a case, it is your own fault. It is 
no disgrace to be turned down but it 
is a disgrace to lay down after the turn 
down. Take it on the nose and come 
back. 

“Selling insurance requires a combi 
nation of headwork and footwork. Be 
fore the call, you should learn all you 
can about the prospect. Get his inter- 
est and keep it when the proper time 
comes, close hard. If you don’t close, 
you are only making sales for the other 
fellow.” 








the first time in years you are literally 
surrounded with salable prospects. The 
only question is who to begin on. Begin 
on somebody today—and start the ball 
rolling.” 
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Careful Planning Will Get 
Results, Bolster Contends 


Consistent production may be obtained 
only through careful planning and hard 
work, Calvin L. Bolster, football and 
basketball official and Equitable Society 
agent in Pittsburgh, told the New Castle 
branch of the Pittsburgh Life Under- 
writers Association. 

Mr. Bolster, who has averaged more 
than 60 cases a year during the last 15 
years, sets up a quota or definite pro- 
gram for the year, listing the number of 
cases to be obtained in each of five clas- 
sifications. 

He believes in a limited pay life pol- 
icy, and emphasizes to his prospects the 
desirability of working toward a specific 
time at which premium payments will 
mature, rather than continuing payments 
until death. He stated that he spends 
one to two hours a day on conservation 
work, with the result that he has a per- 
sistency record of 95 percent. He ad- 
vised against posing as an expert in all 
phases of the business, but suggested 
calling in an expert on joint work. 


Marks Assistant Controller 


Louis Marks, who has been with the 
Kansas City Life since 1936 in the ac- 
tuarial, policyholder’s service, and ac- 
counting departments, has been named 
assistant controller. He was for 16 years 
with the Continental Life of St. Louis, 
eight years as secretary. 


Williams Seeks Renomination 


John Sharp Williams, III, has an- 
nounced that he will seek renomination 
in the Democratic primaries in August 
for Mississippi commissioner. He was 
formerly a local agent in Yazoo City. 





Earl Rappaport, Pacific Mutual, 
Chicago, won 12th place countrywide 
since his agency was opened March 15. 


Ss. 





J. M. Ehle to Head 
Round Table 


(CONTINUED FROM PAGE 4) 
public. Prestige building factors are a 
knowledge of the business, willingness 
to serve in civic affairs and religious 
work within reasonable limits, ethical 
practices in selling, desire to serve pol- 
icyholders whether the policy be small 
or large, and sincerity in presenting the 
values and services of life insurance. 

“What the Fieldman Expects of the 
Home Office” was presented in a skit 
by Karl Ljung, superintendent of agen- 
cies, and O. P. Schnabel, San Antonio 
manager, of the Jefferson Standard 


Life. 

“What About Awards?” was pre- 
sented through questions asked by Mar- 
tin J. Mullen, director of publicity Gen- 
eral ‘American Life, answered by John 
M. Ehle, advertising manager Imperial 
Life. 

In “Telling the World,” Clark W. 
Thompson, public relations counsel 
American National, told of the impor- 
tance of creating good will. He illus- 
trated the building of ill feeling through 
the making of promises which were not 
fulfilled. While the cause of ill will is 
not always apparent, a careful study by 
an intelligent observer will often reveal 
an unexpected and unthought of cause 
which when corrected wins public fa- 
vor that may result in the saving of 
large amounts of money. 

The meeting closed with a luncheon, 
Cuatro En Una Comida, at which the 
knights of the round table were guests 
of the San Antonio Life Underwriters 


Association. C. C. Fleming, Life of 
Virginia, was toastmaster. 

Walter C. Woodward, chairman 
Texas insurance commission, assured 


those present that he will put forth 
every effort to assure the insurance buy- 
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ing public that only legitimate life in- 
surance is sold. 

“Billions of Dollars by Mail” was dis- 
cussed by D. D. Richards, director of 
public relations Sears-Roebuck Com- 
pany, through a description of the 
methods employed in preparing a cata- 
logue which uses word and color ef- 
fects to create effective visual selling. 

C. C. Johnson, Advertising Federa- 
tion of America, talked on the “Nude 
Deal in Advertising.” 

C. E. Becker, president Great Ameri- 
can Life of San Antonio, and Mrs. 
Becker, were hosts to the round table 
at a ranch party. 

The final event of the convention was 
when Dr. Aureliano Urrutia, a former 
Mexican cabinet officer and a noted sur- 
geon acted as host to the members of 
the round table and local life under- 
writers. 

Bruce Trotter, chairman exhibits 
committee, presented awards which fol- 
low: 

Insurance Journal Advertising—Life of 
Virginia and Provident L. & A. 

Magazine Advertising—Life of Virginia 
and Provident L. & A. 

Newspaper Advertising—Business Men’s 
Assurance, Jefferson Standard and Pro- 
tective Life. 

Sales Promotion—Jefferson Standard, 
Pan American Life and Pilot Life. 

Direct Mail—Pilot Life and Provident 
L. & A. 

Printed Material—Jefferson Standard, 
Life of Virginia and Pan-American. 

Publications to Agents—Great South- 
ern Life, Jefferson Standard and Pan- 
American Life. 

Weekly Publications to Agents—Busi- 
ness Men’s Assurance, Home Beneficial 
and Life & Casualty. 

Publications to Policyholders—National 
L. & A. and Southland Life. 

Recruiting Material—Pilot Life and 
Provident L. & A. 

Conservation—Provident L. & A. 

Annual Statements—Great Southern, 
Life of Virginia and Pan-American. 


ROUND TABLE BREVITIES 


New Orleans was selected as the 1940 
convention city. 

Eustace Brock of the Great-West Life 
of Winnipeg was farther from home 
than any other visitor. 

Mrs. O. P. Schnabel, wife of the San 
Antonio general agent of the Jefferson 
Standard, was hostess to the visiting 
ladies. 

Rex Magee and Karl Ljung were the 
leaders of a group which visited Monter- 
rey, Mexico, following the adjournment 
of the Round Table. 

Rex Magee, advertising manager La- 
mar Life, spoke before a joint meeting 
of the Beaumont and Port Arthur Asso- 
ciations of Life Underwriters at Port 
Arthur, Tex., and addressed the Beau- 
mont, Tex., Kiwanis Club, while on his 
way to the Southern Round Table. 








Proper Use of 
Psychological Test 





(CONTINUED FROM PAGE 1) 


centage of lying as a high degree of sat- 
isfactory adjustment. Low rating may 
mean that the individual is dull mentally 
or merely that he is emotionally upset 
and can not give a fair picture of his 
mental abilities at this moment. 

“The home offices will reach the point 
of view where they will employ reputable 
psychologists to give them valuable 
opinions on men who seek to sell insur- 
ance. These psychologists will, of 
course, give tests, but they will do much 
more than that. They will sit down with 
the prospective salesman and get his 
whole life story. They will look back 
across the span of his life; they will ac- 
quaint themselves with his abilities, his 
fears, his home life—what he does for 
recreation, and hundreds of additional 
factors which give an understanding of 
the individual. When the psychologist 
has done all of this, he is then in a posi- 
tion to give advice which will be of prac- 
tical value to the general agent and to 
the salesman. 

“Psychology as it applies to selling in- 
surance will, in the future, take what 




















CONVENTION DATES 


April 27-28—Eastern Conference, ,;,, 
Office Management Association, Hoty 
New Yorker, New York City. : 

May 3—Insurance Division, UU, > 
Chamber of Commerce, Washingt, 
D 





ee 

May 4-6—Ohio State Life Underwni. 
ers Association, Deshler-Wallick Hot. 
Columbus. 





SS 


May 5-6—Illinois State Life Insuran) _—— 
Congress, Joliet. E 
May 11—Michigan State Life Under. > Forty-t 


writers Association Meeting, Lansing, 

May 11-12—North Central Round 1. 
ble Conference, Life Advertisers Ags». 
ciation, Elms Hotel, Excelsior Spring; 
Mo. 

May 16—Insurance Advertising (op. 
ference, Hotel Pennsylvania, New Yor 
City. 

May 18-19—50th Anniversary Actuaria| 
Society of America, Waldorf Astoria Hp. 
tel, New York City. 

May 18-20—Annual Meeting Industria 
Insurers Conference, Edgewater Gul 
Hotel, Edgewater Park, Miss. 

May 22-23—American Management 
Association, Insurance Group, Claridg 
Hotel. Atlantic City, N. J. 

May 23-25—Health & Accident Under. 
writers Conference, Hotel Statler, Bos. 
ton. 

May 23-27—Special Libraries Associ- 
ation, Lord Baltimore Hotel, Baltimore 

June 1-38—Texas State Life Under. 
writers Association, San Angelo. 

June 1-2—American Institute of Actu- 
aries, Edgewater Beach Hotel, Chicago, 

June 8-9—Canadian Life Insurance 
Officers Association, Royal-York Hotel, 
Toronto. 

June 20-22—National Association of 
Insurance Commissioners, Hotel Fair 
mont, San Francisco. 

June 27-29—Medical Section, Ameri- 
can Life Conventtion, Hot Springs, Va 

July 38-4—Association of Life Insur- 
ance Counsel, Hot Springs, Ark. 

July 12-13—National Negro Insurane: 
Association, Los Angeles. 

Sept. 27-29—National Association of 
Life Underwriters, St. Louis. 








might be called the clinical approach 
This enables the general agent to spent 
time using whatever the psychologists 
can give him and enables the psycholo- 
gist to be more a scientist and less ai 
attempting-to-be miracle worker.” 

Some of the most common factors 
among successful insurance salesmen, he 
said, are 1. ability to make rapid adjust: 
ments to major difficulties; 2. high de- 
gree of imagination; 3. ability as a pub- 
lic speaker; 4. a strong sense of humor, 
5. an enriched vocabulary; 6. living 
habitually in a friendly world. 

The speaker dismissed the theory that 
successful agents are “thick-skinned’ 
and cannot be insulted. ; 

They are extremely sensitive, quick 
to sense when a client changes his attr 
tude, he said. They tend to keep @ 
finger on the client’s reactions and 40 
not overstay their welcome. If he # 
important and has important matters 0! 
his mind, the salesman is first to sug: 
gest that he is in a hurry and will cal 
him soon, but hurries off on his ow! 
initiative. This quick sensing of clients 
attitude has caused some to conclude 
that the salesman is not highly sens 
tive. 


Scouts Theory of Born Salesman 


Another common theory that is 
true, he contended, is that successful! 
salesmen are “just natural-born sales : 
men.” 

“This idea,” he declared, “grows ot! 
of lack of an adequate appreciation 
the struggle and adjustment that an" |) 
surance salesman must make. . 

“I would like to emphasize the 1 
portance of the modern training Pf 
grams which many companies are Pi 
viding. Take all the training your com 
pany provides, and ask for more. Thett 
is in recent months a growing interes 
in the use of sound slide film in sale 
training. ig 

“We are not to conclude that anyone . 
who has the six traits that I have me” 
tioned is certain to be a successful sales 
man. It simply means that these 2° © 
the most frequent traits among. SU" 
cessful salesmen.” 
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